


















































The National. 


LIFE INSURANC 


You Can Help Provide Money / 


lo a oA ow Clown 
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O parents wish to deny their children the 
opportunities of a higher education — the 


gateway to a richer, more useful and more profit- 













able life. 






The insurance plans of The Travelers may be 






used to spread the expenses of college over a 







number of years, rather than concentrating them 


within a short period. 






There is such a variety of insurance plans 








available in The Travelers, variable by form of 











insurance and variable by form of Educational 


Trust Agreement, that some form is within reach 







of fathers who have modest incomes or accumula- 


tions, as well as for those fathers who are wealthy 







or earning large incomes. 
“The Gate is Open” to the boys and girls whose 


fathers and mothers are persuaded to adopt the 







sensible and certain means of financing which 





Life Insurance provides. 








THE TRAVELERS 





The Travelers Insurance Company L. EDMUND ZACHER, President The Travelers Indemnity Company 
4 The Travelers Fire Insurance Company 
HARTFORD » » » CONNECTICUT 
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Selling Retirement 
Income 
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5 As a result of the lessons taught by the past few crit- 
Ei ical years, an increasing number of people are now de- 
. termined to follow a more conservative program to 


attain financial independence. Many of them will 
quite naturally turn to the well-managed life insurance 
companies. 
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SOAS 


Through life insurance, men and women not only can 
protect their dependents against financial loss in the 
event of premature death, but they can also build up a 
cash reserve for themselves for emergency needs dur- 
ing the middle years of life and provide funds which 
will assure a steady, guaranteed retirement income for 
old age. More and more, people are recognizing the 
unique advantages of life insurance from an investment 









viewpoint. 






The New York Life Agent is in an exceptionally strong 
position to be of service to such individuals. He rep- 
resents a Company whose financial strength is unques- 
tioned. Option Three of the New York Life policy 
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FY contract provides a retirement income on all policies & 
iB which mature as endowments, or are surrendered for § 
- ; , is 
5 cash. The Agent has a wide choice of new as well as 
2 old insurance contracts to fit the particular needs of his & 
> . a . : KJ 
x clientele for retirement income; also single premium §& 
2 and annual premium, and immediate and deferred an- 

B nuities. 
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NEW YORK LIFE 
INSURANCE 
COMPANY 


51 MADISON AVENUE 
NEW YORK, N. Y. 









HOME OFFICE BUILDING 
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“ 


... a simple 


but complete plan, 
developed around 
national advertis- 
ing, which opens 
new markets for old 
agents and gets new 
agents into produc- 


tion—quickly! 
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UNION CENTRAL LIFE INSURANCE 


Company 


CINCINNATI, OHIO 
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Brighter Day at 
Hand in Business 


President Boone of American Life 
Convention Sees Upturn 
in Insurance 


BUYING POWER INCREASED 


Restrictions Placed on Loans and Sur- 
renders Resulted in Policyholders 
Being Protected 


Life insurance, having weathered the 
crisis brought on by the acute financial 
stringency due to the national banking 
holiday and the resultant restrictions on 
business in all lines, is now ready to 

















resume the advance interrupted first by 
the stock market crash of October, 1929, 
Daniel Boone, president of the American 
Life Convention, declares in discussing 
the present outlook for insurance. Mr. 
3oone is also president of the Midland 
Life of Kansas City. 

“If the life agents are fully awake to 
their opportunity and take advantage of 
the most favorable attitude of the public 
generally to the protection that is af- 
forded only by life insurance, July 
should show a marked increase in new 
life insurance sales compared with the 
same month last year.” Mr. Boone 
added: “Unquestionably the moment is 
at hand when the life business should 
press forward with renewed vigor and 
confidence. Should the future witness 
any change in rates or policy provisions, 
it is certain that the premiums at many 
age levels will be increased, while some 
of the present too liberal concessions to 
policyholders are sure to be curtailed. 
In view of this possibility shrewd insur- 
ance buyers are now purchasing all of 
the protection that companies are willing 
to sell them. The future will bring 
about closer cooperation between life 
companies everywhere, and the very 
harmful cut-throat methods too often 
resorted to by companies and agents in 
their eagerness for business, will soon 
be a thing of the past. 


Proud of the Record 


“Life insurance may truly be proud 
ot its record during the world crisis 
from which we have at last emerged. 
No other business has even remotely ap- 
proached the remarkable showing in 
stability made by life insurance. Many 
have seized upon the moratoria on policy 
loans and cash surrenders to launch an 
attack against life insurance. Such per- 
sons are either grossly misinformed or 
their motives are purely selfish. 

_“The results obtained by the restric- 
tions placed upon policy loans and cash 
Surrenders by the insurance commis- 
Sioners and legislatures have proven the 
wisdom of the steps taken. Regardless 


of what has been said, the fact remains 
that the only thing restricted, generally 
speaking, was hoarding and speculation. 
Had life insurance leaders lacked in 
(CONTINUED ON PAGE 18) 








Agent Has Responsibility in 
Selection, Dr. Dingman Says 





LINCOLN NATIONAL SPEAKER 


Ft. Wayne Company’s Agents’ Conven- 
tion Is Held in Chicago 
This Week 





It is only common sense for the agent 
in the field to apply selection standards 
to his business before submitting it, Dr. 
H. W. Dingman, vice-president Conti- 
nental Assurance of Chicago, told the 
agency clubs of the Lincoln National in 
annual convention in that city this week. 
He made the point that an agent is 
privileged to assume the attitude of 
“take it or leave it,” but he said it is 
only human for home office underwrit- 
ers to show consideration toward and 
even fight for agents who get the facts 
about an applicant. He said agents en- 
joy the name of underwriter and there- 
fore should carry the responsibility. 


Preliminaries Are Useless 


He urged that agents not give half 
facts, but the complete picture. He ad- 
vised against promiscuous use of the 
preliminary or “John Doe” form, for 
he said underwriting is done on the final 
picture alone. 

Agents, he finds, are much better in- 
formed about selection standards than 
in the past. Facts are readily obtainable 
by the agent about the physical, moral 
and financial side of an applicant. He 
said there is great latitude for agents 
to sell their applicants on the proposi- 
tion of reducing overweight, pointing 
out that the applicant's sales resistance 
to dieting may be far less than that of 
the home office against overweight. The 
agent should be able to talk intelligently 
about medical matters and know stand- 
ards of insurability. 

On the moral side Dr. Dingman finds 
that the golden rule, “Do unto others,” 
is a good criterion, for it may be as- 
sumed if an applicant is meticulous 
about his other obligations he will be 
likewise about his insurance. 


Rule for Maximum Limits 


A good rule of thumb in determining 
maximum amount of insurance a man 
should have is one-tenth of his income, 
Dr. Dingman said, but most people do 
not spend that much for life insurance. 
The companies generally have a maxi- 
mum limit for personal life insurance of 
20 percent of income. Dr. Dingman 
gave a rule which approximates the 
companies’ maxima of ten times annual 
income for ordinary life, age 30; eight 
times for age 40, six times for age 50 
and four times for age 60. Over and 
above that a man can get business in- 
surance in amount five times his salary, 
if the premium is to be paid by his firm, 
this being modified dependent upon 
whether he owns a part or all of the 
firm. 

Dr. Dingman paid high tribute to 
President A. F. Hall and Executive 
Vice-president F. B. Mead for having 
contributed so largely to make sub- 
standard life insurance profitable for 
companies throughout the country. Mr. 
Mead, Dr. Dingman said, did a great 
work in studying such risks and formu- 
lating an underwriting plan. The com- 





Possibility of Federal 
Insurance Code Revived 





FIRE, CASUALTY MEN CONFER 





Paul L. Haid and James A. Beha Called 
to Washington in Connection 
With Recovery Act 


Life insurance people will be inter- 
ested in events that are taking place in 
the fire and casualty insurance field 
which indicate that the possibility of in- 
surance being brought under the na- 
tional recovery act is not as remote as 
many in the business believe. 

Paul L. Haid, president of the Insur- 
ance Executive Association—a fire in- 
surance organization—and James A, 
Beha, manager of the National Bureau 
of Casualty & Surety Underwriters, 
were called to Washington last Satur- 
day to discuss with the administration 
of the recovery act the question of an 
insurance code. 


Two Associations Confer 


On Wednesday of this week the ex- 
ecutive comittees of the Association of 
Casualty & Surety Executives and of 
the National Bureau of Casualty & 
Surety Underwriters held a joint ses- 
sion in New York to consider a code 
governing the sctivities of their respec- 
tive interests in line with the suggestion 
from General Johnson, chief administra- 
tive officer of the national recovery act. 

So far as can be determined life insur- 
ance interests have made no overtures 
to General Johnson and he has not sum- 
moned them. It is possible of course 
that fire and casualty insurance might 
be brought under the act while life in- 
surance would not be affected. 


VIEWPOINT IN WASHINGTON 


WASHINGTON, D. C., July 13.— 
Officials of the recovery administration 
informally have stated that insurance is 
not covered by the law although the in- 
dustry may voluntarily submit a code 
if it desires. The understanding here is 
that the industry as a whole is not fa- 
vorable to the code on the ground it 
would superimpose still another control 
on the 49 already exercised by state and 
federal governments. Hundreds of indi- 
viduals from all industries are confer- 
ring with officials here daily. 


pany also was complimented for the 
outstanding position it has taken in the 
reinsurance field, with the fine consult- 
ing service in this branch which it has 
rendered. 


Dr. Huebner a Speaker 


The convention opened Monday, Vice- 
President A. L. Dern welcoming the 
agents, along with J. R. Hastie, Mutual 
Life of New York at Chicago and past 
president Chicago Association of Life 
Underwriters. V. J. Harrold, general 
agent northern Indiana, gave response. 
Dr. S. S. Huebner, dean American Col- 
lege of Life Underwriters, gave a fine 
talk on “Dependable Security of Legal 
Reserve Life Insurance.” 

There was a breakfast meeting on 
the terrace of the Edgewater Beach ho- 

(CONTINUED ON PAGE 18) 





Annuity Rate Rise 
Stimulates Sales 


Many Offices Report Rush of 
Applicants to Get in 
Before Advance 


AIDS RETIREMENT FORMS 


Refund and Cash Refund Contracts 
Prove More Popular Than Straight” 
Life Incomes 


NEW YORK, July 13.—Annuity rate 
increases, present, future, and potential, 
have served as stimulus to agents and 
brokers rivaling the rush that preceded 
change in disability rates and provisions 
in the middle of 1930. 

One of the companies that increased 
its rates estimates that its June annuity 
business, and up to the effective date of 
the change in July, will be about three 
times that of the same month last year, 
and the annuity business last year was 
a striking advance over the previous 
year. 


Business More Than Doubles 


Another company writing a large an- 
nuity business did twice the annuity 
business the first six months of this 
year that it did in all of 1932, and last 
year was double that of the year pre- 
vious. 

“If all the business that is ‘pending’ 
comes in this month we will take in over 
$1,000,000 in annuity premiums,” said a 
general agent of this company. 

In a city like New York where busi- 
ness from brokers and outside agents is 
a large factor, the rate of commission 
on annuity premiums is a big factor. 
Companies paying average or less than 
average commissions naturally have less 
trouble in taking care of a rush of busi- 
ness. 

New Rates Slacken Business 


Even the companies which have al- 
ready raised their rates are continuing 
to experience an unusual volume of an- 
nuities, although it has slackened a good 
deal since the new rates went into ef- 
fect. The near-panic to get in before 
the rates go up has caused an increzse 
in retirement income forms, although 
there has been no mention of raising 
rates on these contracts, and it is un- 
likely that there will be, because of the 
dividend cushion. 

Companies reporting the greatest rush 
find that refund and cash refund annui- 
ties are the most popular, experiencing 
relatively greater popularity than the 
straight annuity forms. 


Ward Executive Secretary 


F. P. Ward, who was formerly con- 
nected with the publicity department of 
the Aetna Fire, has been appointed ex 
ecutive secretary of the Insurance Ad- 
vertising Conference. He plans to estab- 
lish headquarters in Hartford. 
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R. F. C. Issues Regulations 
for Buying Insurance Stock 


SOUND NET WORTH IS BASIS 





Must Show Earning Capacity Sufficient 
to Pay 5 Percent Dividends on 
Preferred Stock 





WASHINGTON, July 13.—Regula- 
tions governing the purchase of pre- 
ferred stock in insurance companies 
under legislation passed by the last Con- 
gress have been issued today by the 
Reconstruction Finance Corporation. 

.Applications under the act, which 
places a limit of $50,000,000 on the total 
of such subscriptions or loans will be 
received by any R. F. C. loan agency or 
the Washington office. Subscriptions to 
preferred stock may be made only to 
companies with unimpaired capital struc- 
ture or new capital, subordinate to the 
preferred stock or capital notes, equal 
in amount to the proposed subscription 
or purchase. Loans on preferred stock 
may be. made when adequately secured 
by such stock or notes or other forms 
of security. Sound net worth of the ap- 
plicants will govern the amount of sub- 
scriptions or loans. Present market 
values on securities and sound values on 
mortgages will be used in all appraisals. 
Compromising of liabilities or subordi- 
nation of funds wll be permitted only in 
conformity with statutory authority and 
the unqualified approval of supervisory 
authorities. 


Salary Limit Is Placed 


In conformity with the act of Con- 
gress, annual salaries of all officers, di- 
rectors or employes of applicant com- 
panies must be within the $17,500 limi- 
tation. The regulations also provide 
that no compensation shall be increased 
nor any stock, notes, bonds or deben- 
tures issued for capital purposes be re- 
tired while any such securities are held 
by the corporation. 

Another provision of the regulations 
is that the applicants must show an 
earning capacity sufficient to pay divi- 
dends on preferred stock at the rate of 
5 percent for five years and 6 percent 
thereafter. Loans on adequate security 
may be made to individuals, firms, or 
corporations, desiring to purchase the 
preferred stock or capital notes of in- 
surance companies. 

Receipt of a registration certificate 
covering $2,000,000 securities issued by 
the Bankers Union Life of Denver, is 
announced: by. the Federal Trade com- 
mission under the securities act. 


Agency Executive Seminar 


Is Being Held in Chicago 





The Life Insurance Sales Research 
Bureau of Hartford is conducting a 
seminar at the Edgewater Beach Hotel 
in Chicago for agency officers. Among 
the topics discussed are: Financial as- 
pects of agency department operations, 
relation of the type of agency organiza- 
tion to. production; relation of the plan 
power and production; how to build 
company prestige through publications, 
sales promotion methods, conservation 
of business, its value and what’s worth 
while, budgetary control, reduction of 
expense. 


Kenagy Is in Charge 


The course is under the direction of 
Assistant Manager H. G. Kenagy, as- 
sisted by G. F. Davies, L. J. Doolin, L. 
S. Morrison, L. W. Chapman, K. R. 
Miller and Miss Grace Hutchinson of 
the bureau staff. Manager Holcombe 
will be on hand next week. A similar 
school for agency officers will be held 
at New York in September. During 
this course a member of the bureau staff 
is assigned to certain executives to con- 
sult with them about their own indi- 





New President 








GEORGE GRAHAM 


George Graham, who has been vice- 
president of the Central States Life, has 
been elected president. He is one of the 
outstanding western executives. Mr. 
Graham came up through the actuarial 
ranks. 


pee Body eins Mian 
Loss in Members Only 6% 





The National Association of Life Un- 

derwriters closed its fiscal year June 30 
with 18,746 members, which was only 
1,118 below the all time record of 1932. 
The officers feel that this loss of less 
than 6 percent is a real achievement in 
view of the extraordinary conditions 
that were faced including the national 
bank moratorium. The association was 
ahead of last year in membership up to 
March 6, the day when all the banks 
were closed. Critical conditions exist in 
many parts of the country still and the 
membership is affected. 
Nineteen states, the District of Co- 
lumbia and Hawaii exceed their last 
year’s membership, Alabama _ heading 
the list with a 213.5 percent increase, 
Kentucky 175 percent increase and New 
Hampshire 152.6 percent. 


Home Life’s Convention 


The “Presidents Club” of the Home 
Life of New York, the organization of 
top-notch producers, countrywide, con- 
venes at Banff, in the Canadian Rockies, 
next week for a four-day convention. 
This group of leaders in production for 
the club year of 18 months is headed 
by L. L. Rothstein of the Harry Jacoby 
Agency in New York City. E. M. 
Merrihew of the John Gordon Agency 
in New York city is vice-president; 
being second in rank in production. 


George Graham Named to 
Head Central States Life 


IS OUTSTANDING EXECUTIVE 





Has Had Notable Career—Served as 
President of American Life Con- 
vention, American Institute 





George Graham, for many years one 
of the outstanding life insurance execu- 
tives of this country, has been elected 
president of the Central States Life, fol- 
lowing the merger of that company with 
the American National Assurance of St. 
Louis. He succeeds H. W. Buttolph of 
Indianapolis, who continues with the 
company as a vice-president and direc- 
tor. He voluntarily stepped out of the 
presidency of the company in favor of 
Mr. Graham so that he can devote most 
of his time to his other business con- 
nections. 

F. X. Jones, formerly president of the 
American National, was elected vice- 
president and treasurer; H. H. Sims and 
J. De Witt Mills, vice-presidents, and 
V. F. Larson, secretary. Jones, Hocker, 
Sullivan & Gladney became general 
counsel for the enlarged company and 
R. H. Burd counsel. G. P. Henderson 
and R. C. See are assistant secretaries; 
Dr. Henry Jacobson, medical director; 
C. R. Goodrich, assistant actuary; G. C. 
Hermeling, agency secretary, and J. P. 
Fox, assistant treasurer. Mr. Fox was 
formerly with the American National 
and the others with the Central States. 

A native of Scotland, Mr. Graham re- 
ceived his education at the famous 
George Watson College. Prior to com- 
ing to this country in 1906 he was made 
a fellow of the Faculty of Actuaries of 
Scotland. His first post in this country 
was in the actuarial department of the 
New York Life under Chief Actuary 
Arthur Hunter. He later became an as- 
sistant to Henry Moir. 

He was for some time actuary and 
assistant secretary of the Capitol Life 
of Denver, and was actuary of the IIli- 


nois insurance department for four 
years. He left that post to become ac- 
tuary of the Missouri State Life and 


shortly afterward was made vice-presi- 
dent of that company. In 1920 he was 
elected vice-president of the Central 
States Life and its growth the past 13 
years has been largely due to his efforts. 
He has served as president of the 
American Life Convention and of the 
American Institute of Actuaries. 


Eyre Heads Nebraska Managers 


Officers elected by the Nebraska As- 
sociation of General Agents & Agency 
Managers are: President, C. A. Eyre, 
Provident Mutual, Omaha; vice-presi- 
dent, W. H. Logan, Peoria Life, Lin- 
coln; secretary-treasurer, F. R. Miller, 
Penn Mutual, Omaha. The officers, with 
R. C. Harriss, Bankers Life of Nebraska, 
Omaha, and O. G. Wilson, Bankers Life 
of Iowa, Omaha, make up the executive 





committee. 








Six Months’ Figures Reported 











vidual problems. 


(Figures for 1933 estimated) 


New Paid Business 
Ist 6 menthe 


1933 932 193 1932 
Bankers National Life .......... $ 9, 943, 976 $12, coe 458 —$2,190,823 —$4,847,851 
Church Life, New York ......... 421,906 288,426 361,169 106,924 
Continental American ........... 10,163,596 9, 376, 551 —918,036 —373,753 
Equitable Life of Iowa......... 19,403,000 27,981,000 —20,340,000 —11,445,000 
Fidelity Mutual Life ............ 10, 976,383 16,768.587 —14,894,298 —8,458,165 
ee ea Ocean ony oie 40,1 70 1,263,205 —1/842'468 —1,787.500 
ee an Te tt beccccoene 3,554,611 2,892,123 —830,312 —2,857,047 
EE es og eco ala ahi aacee 815,440 1,017,882 —962,815 —841,607 
J LS Fees. 3,982,791 3,956,903 —2,565,076 —2,974,833 
Midwest Life, Neb. ............. 652,048 1,135,660 —1,248,340 —933,510 
EES ED eae 11,495,231 16,109,569 —9,882,686 —4,137,980 
Missouri State Life ............. 37,280,722 62,262,442 —75.354,023 —70,891,921 
es ieee ae ee 912,160 21,643,039 —21,408,291 —11,014,879 
Northwestern Union Life, Il. 374,576 474,478 —123,076 —235,981 
Provident Mutual Life .......... 34,959,511 54,426,439 —26,408,164 —8,422,440 
Rio Grande National ............ 1,011,500 961,750 —152,000 —888,750 
Teachers Ins. & Annuity ........ 1,543,216 3,104,457 588,731 2,233,627 
Union National, Neb. ........... 609,879 516,200 1,116,972 516,200 
Cece = Pemeeee, BOE. scicewewdss 2,927,969 3,445,092 —1,752,351 —2,250,471 


Inc. or Dec. 

Ins. in Force 

ist 6 Months 
33 3 


Outlaws Sale of Insurance 
with Subscriptions, Etc. 


VAN SCHAICK MAKES RULING 





New York Commissioner Prohibits Ip. 
surance Company from Being Party 
to Promotional Plan 





Superintendent Van Schaick of Ney 
York has issued a ruling disapproving 
the sale or giving away of insurance 
in connection with the sale of securi- 
ties, commodities, subscriptions 


Bennett holding that the issuance of 
insurance in connection with the 
of stock of an investment trust is ob- 
jectionable because it makes the insur- 
ance company party to a promotional 
plan, because it contemplates the sell- 
ing of insurance by unauthorized per- 
sons, because 
in violation of section 89 of the insur- 


ance law. 

This opinion, Mr. Van _  Schaick 
stated, caused the department to re 
view the various plans in which insur- 
ance is tied up with other services and 


a hearing was held. 
Insurance Is Discredited 


Insurance is discredited by such pro- 
motional activities,. he stated. It is 
similar to the proposal which the New 
York department recently turned down, 
that trading stamps redeemable in in- 
surance be given away in connection 
with the sale of merchandise. 

An insurance agent, Mr. Van Schaick 
stated, owes a duty to the public of 


intricate and complicated features of 
insurance. This is particularly true in 
the sale of limited or restricted acci- 
dent policies sold at low rates where 
misunderstandings as to coverage arise. 
An insurance agent in a_ particular 
transaction should have no conflict of 
interest which would hinder him in his 
duty to the applicant. 

In general, Mr. Van Schaick stated, 
a promotional enterprise will be 
deemed to exist whenever the sale of 
insurance or its continuance is condi- 
tioned upon anything other than the 
payment of the premium specified in 
the policy. Under any plan no dis- 
crimination should be made as to those 
entitled to insurance based upon any- 
thing other than proper underwriting. 


Scanlan South Dakota Deputy 


Commissioner W. J. Dawson of 
South Dakota has named Thomas Scan- 
lan as deputy. He was deputy for four 
years under Don C, Lewis. 


Alfred E. Smith Made 
New York Life Director 











Announcement is made this week ol 
the election of Alfred E. Smith former 
governor of New York and Democratic 
candidate for President in 1928, as a di- 
rector of the New York Life. He suc- 
ceeds George M. Reynolds of Chicago, 
who is resigning on account of ill health. 
Governor Smith will also be a member 
of the agency committee, of which the 
late Calvin Coolidge was chairman. Gov- 
ernor Smith said: “Service on the board 
of directors of a great life company '5 
a distinct public service. For that rea- 
son I am willing to give of my time to 
serve as a member on the board of the 
New York Life; in fact I welcome the 
opportunity. Certainly no better advice 
can be given to the average man than 
to take steps to create an emergency 
fund, safeguard his family’s future, and 
at the same time provide for his own 
sunset days. As a practical philosophy. 
life insurance and annuities are doing 2 
great deal to make the lives of the 





American people safe and secure.” 
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Management Now 
Watched Closely 


President Hall of Lincoln National 
Finds This a Major 
Function Today 


July 14, 


PUBLIC ASKS QUESTIONS 


Problems of Selection, Investments, 
Proper Ratio of Costs and Results 
Are Stressed 


The management aspect is assuming 
ever increasing importance during the 
reconstruction period, the public having 
become vitally interested in the men 
who are custodians of their savings, 
President A. F. Hall of the Lincoln Na- 
tional stated in his address at the annual 
agency convention in Chicago this week. 

He said at the Lincoln National home 
office it has always been felt that the 
major responsibility to policyholders and 
field representatives is to conduct an 
institution which can and will support 
the claims field men make for it; that 
the policies offered are only so good as 
the company behind them and the com- 
pany is nothing more than the organized 
ability and character of home office and 
field personnel. 


Period of Low Price Level 


Notwithstanding the trend toward 
currency inflation, he said, he believes 
the business for some years will be con- 
ducted on a lower price level than dur- 
ing the period 1925-1930. Life insurance 
men will be confronted with several fac- 
tors tending to increase net costs, such 
as lower yield on securities, losses on 
investments and property owned, con- 
tinued excess mortality on certain classes 
of business and disability losses. 

Cutting of home office staff and re- 
ducing of salaries or commissions, Presi- 
dent Hall considers a very poor index 
of operating economy; but rather the 
results should be obtained by a proper 
ratio of costs to results by determining 
accurate measurements of operating and 
management activities, and developing 
methods and policies which will con- 
stantly improve this ratio. Production 
will be measured not merely in terms 
of volume of new business paid for, but 
quality and contribution to surplus. 
Value of agency force will be measured 
in terms of cost of business submitted, 
all factors considered. 


Closer Watch on Management 


Management skill in selecting invest- 

ments and disposing of company owned 
property will be more accurately ap- 
praised. The rising trend of security 
values and real estate in the period just 
passed covered up all but the most fla- 
grant mistakes in selection of life com- 
pany investments, he said. 
_ Management attention will be directed 
increasingly toward the problem of se- 
lection. Life companies cannot continue 
with the mistakes they have made in the 
past in indiscriminately accepting large 
speculative risks and writing disability 
insurance without regard to cost. 

A material change has occurred in in- 
vestment policies, due to continued 
shrinkage in normal excess of income 
over outgo and to abnormal demands 
of policyholders for cash, so companies 
were forced to keep an unusual propor- 
tion of assets in liquid form. Modera- 
tion in this direction is essential, since 
in life insurance there must be at least 
4 minimum return upon funds. Mr. Hall 
Said nevertheless fresh emphasis has 
been laid upon a cardinal principle of 

(CONTINUED ON PAGE 8) 
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Named Vice-President 
of Chio National Life 











JOHN H,. EVANS 


John H. Evans, actuary of the Ohio 
National Life, has been elected a vice- 
president of that company. William H. 
Harrison, who has been actuary of the 
Bankers Reserve Life of Omaha, suc- 
ceeds Mr. Evans in that capacity with 
the Ohio National Life. The Bankers 
Reserve recently was taken over by the 
Ohio National. 

After serving in the war, Mr. Evans 
joined the Equitable Life of Iowa as a 
clerk in the actuarial department. After 
two years in that connection he went 
to the University of Michigan to take 
the actuarial science course and upon 
completion of this work went to the 
Ohio National in 1922. He was elected 








Lincoln 
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National Men Give 


Helpful Tips at Convention 





Life agents must love to be salesmen 
and love their business to succeed this 
year, H. C. Lawrence, Newark general 
agent, Lincoln National, stated in a talk 
on “Life Insurance Selling in 1933,” at 
the annual agency convention this week 
in Chicago. The agent must know his 
business, must learn how to prospect 
and to approach. He must learn how 
to interview, close the sale, get leads. 
He must be determined and have the 
iron will to succeed, as well as proper 
mental attitude. 

Mr. Lawrence said the only reason 
the public does not buy more life insur- 
ance is because it does not know what 
life insurance will do and because many 
life agents also do not know. Men in 
the business like to look on themselves 
as professional men rather than peddlers, 
but Mr. Lawrence said too frequently 
agents attempt to sell life insurance by 
telling the prospect that it is a good 
thing and he should have it, a good in- 
vestment, but not telling him why. 

It is easy to demonstrate life insur- 


actuary of that company in 1924. 


Mr. Harrison graduated from the 
University of Toronto in 1916. Fol- 
lowing the war he entered actuarial 


work, being connected with two other 
companies before joining the Ohio Na- 
tional. 

The promotion of Mr. Evans to the 
office of vice-president relieves him 
from his major actuarial duties. He 
will devote the greater portion of his 
time to agency work. 

E. E. Kirkpatrick, superintendent of 
agencies, will have charge of the sales 
promotion, agency service, educational, 
editorial and publicity work. 











to treat a friend!’’ 


payment? 


few. 


Independence Square 





Do You Tell Them? 


Down South. Contracting darky’s business 
long depressed. Grocer carried him and his 
family to the tune of $700. Came a chance for 
the grocer to turn a $1,000 contract in the 
darky’s direction. Promptly the $700 was paid. 
Then the grocer learned that the remaining 
$300 had been spent at a rival’s store. 
the darky, he said, ‘“‘Hey, Jawge, here I carried 
you and your family for $700 while you were 
out of a job. And I got you that nice contract. 
You paid me what you owed me, and then you 
went across the street and blew in the $300 you 
had left instead of buying from me. 
Thus the darky, ‘‘Why, 
boss, I sure never knew you sold for cash!”’ 


Are you afraid to ask your customers for pre- 
Those who ask receive, and their 
commission losses, because of not-takens, are 
Why throw money away? 


=> 


THE PENN MUTUAL LIFE INSURANCE Co. 


WM. A. LAW, President 


Seeing 


Nice way 


Philadelphia 




















ance is a good investment with safety 
of principal, satisfactory and regular 
yield, elimination of losses due to pdor 
judgment and idle funds, definite ma- 
turity date and purchasable in convenient 
units. 

Another most frequent objection of 

the times is inflation. Prospects put off 
buying until the value of the dollar has 
been stabilized. Agents should know 
why inflation is not going to affect life 
insurance, rather than merely to make 
the blunt statement it will not. 
_ Mr. Lawrence said the only time life 
insurance will be affected by inflation 
will be when the policy becomes a death 
claim, and even then the proceeds can 
be carried along under optional settle- 
ment plans until the dollar has recov- 
ered. If a man has taken a $1,000 policy 
and pays $40 premium and dies the first 
year, his estate shows a 2500 percent re- 
turn on the investment, and even at the 
end of 10 years, the return is 250 per- 
cent, which Mr. Lawrence said will 
compensate for a tremendous amount of 
inflation. 


Right Mental Attitude Vital 


J. L. Lawrence, associate state gen- 
eral agent and cashier in the Texas 
agency, in discussing “Standardized 
Selling” said he is firmly convinced men- 
tal attitude is the foundation of a life 
agent’s success today. The agent must 
first believe in himself, in his ability to 
do the job; then in his profession and 
his company. 

The Texas agency does not believe 
in parrot talks, but nevertheless consid- 
ers a sales presentation should be as 
carefully prepared as if one were to 
make a talk before some gathering. In 
the Texas agency Saturday morning is 
set aside for private conferences with 
men, each being allotted 30 minutes. 
For several months the agency officials 
have been going over sales talks with 
the men, helping them until they are 
effectively presented, making notes and 
offering suggestions and criticisms after- 
wards. Tone inflection is watched care- 
fully, enthusiasm or the lack of it, talk- 
ing too fast or too loud. 


Preparation Is Essential 


Mr. Lawrence made a pointed com- 
parison with the movie business. He 
asked how long the picture industry 
would be successful if every actor were 
permitted to use his own judgment as 
to the time and place he should appear 
on the scene or his own wit in saying 
the right thing at the right time. A 
minister of the gospel usually spends 
the entire week preparing his sermon for 
Sunday. He knows if he is to get re- 
sults his sermon must be carefully 
thought over and the words well chosen. 
The man who is putting it over in any 
activity requiring speaking, whether 
lawyer, actor, preacher or what not, Mr. 
Lawrence said, prepares his message 
well in advance and carefully works out 
the most effective delivery. 


Good Results from Reporting 


Mr. Lawrence also discussed time 
control, the lack of which among many 
agents is one of the greatest dangers 
confronting their success. The agent 
who keeps an honest record of his ac- 
tivities for a six months period or a 
year, knows the number of calls re- 
quired to secure an interview, number 
of interviews to a sale, average size pol- 
icy, number of minutes necessary to 
make a call, has placed his business on 
a scientific basis, and knows just how 
much each minute is worth to him. He 
does not throw away time because it is 
worth money. 

The agency has been requiring new 
men to keep a record of their time and 

(CONTINUED ON PAGE 8) 
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secretary. The latter two are members| years, a member of the President's club] surer value than fertile land. Ther 
Equitable of Iowa Agents 7 of the St. John & Carter agency. G. L. Sodieanaiae since 1926, and has held] were coreclosures because farmers cre. Ma 
Optimistic in Convention Maltby of, the H. A. Hedges agency,| other club honors. He has had 265] ated debt far in excess of their obliga. P 
Kansas City, is president of the Agency | weeks’ continuous production, his con- | tions to life companies and the ability 
club this year, W. B. Anderson of the | servation ratio by number of policies is | pay. 
EXCELLENT RECORDS ARE SET H. S. Sutphen agency of Pittsburgh, 89.5 percent and by amount, 87.7 per- a NE\ 
pi vice-president, and H. Nelson of the W.| cent. His average size policy was $3,- ; 
F. Crawford, Chicago, secretary. 587 and he drew 60.5 percent of his President Nollen gave striking figure 
President Nollen Presides at Chicago business from policyholders. on results of management of farm; Edw 
Annual Meeting—Kirk Memorial as ee Cop Sunaies _President Nollen welcomed the agents, | taken over. Inventory of 1932 products 
One of the high points of the meeting | Vice-President Aldrich introduced af] of these farms in January on market N 
Cup Awarded was award of the Kirk memorial essay number of leading general agents, S. A. | prices then showed $90,000 value. Sing 
cup, donated by the late President Cyrus | Swisher, Jr., assistant superintendent of | then prices went up, the company haf 
ee od Kirk of the Equitable of Iowa for com- | agencies, presented the club insignia, sold some products for $75,000 ani—y 
A strongly optimistic spirit character- petition each year. W. A. McCoy of and five agents gave short talks drawn value of the remainder at present price: qT 
ized the annual convention of the Equi- the L. T. Boyd agency, Kokomo Ind., | from their experience in the field. H. is 200,000. This represents rough Gon 
table Life of Iowa agency clubs in Chi- prac gran c this ae — eines L. Adams; legal representative of the 4¥/, percent return on the book val tic 
cago this week. President H. S. Nollen being “The Pursuit of Economic Happi- | Equitable and Des Moines attorney,| of the farms. After deducting certain i poss 
as usual presided at most of the sessions | ness Through Life Insurance.” This | gave the background of the Iowa farm charges, a net return of 3.2 percent re. @ prof 
and at the banquet. Vice-president H. E. award together with those to some 15 | foreclosure difficulty, emphasizing the | mains. ane 
Aldrich, superintendent of agencies, was agents in the one-a-week club and aj] vast majority of the farmers were con- Many Iowa farms taken over are MR ora 
chairman at one session. In spite of the | similar number for persistency of busi-| servative and not radical. yielding the company upwards of % saan 
depression and the Iowa farm forecl os- | ness, as well as the “Hall of Honor” General Agent H. A. Hedges, Kansas | an acre. — no tarms are Carrie ‘ a i001 
ure difficulties the agents did well, and award, based on best percentage produc- | City, gave the field man S views. on the books at over $80, this re Presents HH ion 
a large number qualified. tion, conservation and average size of President H. S. Nollen said the great- | 2 10 percent income from many farms. chap 
The officers of the Organization Club, olicy, were made at the banquet. C, J.| est misfortune in this country was the Last week sale of 1932 grain from 16 D 
composed of general agents, this year | ay of the J. B. Moorman agency, | fear that there was nothing left of value. (CONTINUED ON LAST PAGE) a c0 
are: President, P. B. Rice, Harrisburg, Cincinnati, won the Hall of Honor| Even men who examined banks gave | ——————— === with 
and vice-president, R. H. Sheldon, Los! award for preeminence among all the} the public the impression ‘that assets I ties, 
Angeles. J. A. Mason of the Hoey & agents. should be valued at prices they would Eubank C Criticises Lack of Sa lit 
Ellison agency, New York City, is pres- " - bring under the hammer. 11 
ident a te. Presidents club, W. B. Seems Ressss Cnnsust The public felt there were no buyers Action on Riehle Candidacy | : ad 
Strief, agent, Des Moines, vice-presi- The record of C. J. Boex is outstand-| for farms and therefore these had no phil: 
dent, and J. A. Hilmes, Des Moines,} ing. He has been with the company ten | value. He maintained no property has NEW YORK, July 13.—Following a J |ife 
meeting Tuesday of the executive com- J) py t 
mittee of the New York City Life Un- - 
derwriters Association, the following 
Statement was issued by Gerald A. M 
Eubank, manager of the life department now 
of Johnson & Higgins, who is actively drer 
campaigning for T. M. Riehle, associate muc 
manager here for the E quitable Life ot stan 
New York, for president of the National is p 
Association of Life Underwriters: tot 
“Statement by Gerald A. Eubank in pref 
connection with the action of the ex- this 
ecutive committee of the New York insu 
Life Underwriters Association in failing A 
to recommend the candidacy of Mr. ann 
Riehle to the advisory nominating col usec 
mittee of the National association: isa 
“As I am familiar with the local ‘poli- and 
tics’ involved, I am not surprised at the tion 
action of the executive committee of the it Vv 
New York association in failing to inte 
recommend the candidacy of Theodore T 
M. Riehle to the national advisory nomi- latit 
nating committee. At the same time, it whe 
is difficult for me to understand how Hue 
members of the executive committee tren 
would so directly oppose the majority mar 
sentiment of the rank and file of the sant 
¥ entire membership of the New York as- feet 
sociation, which is so overwhelmingly e 
favorable to Mr. Riehle’s candidacy. rov: 
when such sentiment was known to the that 
members of the committee.’ 
ill S t i t t d A t 4 The Association of Prudential Gen- 
wi assis a new y con rac @ gen in eral Agents & Managers of Greate T 
New York has sent a resolution to abo: 
Chester O. Fischer, chairman of the ad- flati 
elle s e e visory nominating committee of the Na- met 
fulfilling is immediate need---prospects tional Association of Life Underwriters, he « 
endorsing Mr. Riehle as its choice for anc 
the next president of the national body, shij 
Mr. Eubank stated. Dr. 
The Greater New York board of man- in | 
agers of the Equitable Life of New York H 
has unanimously endorsed the candidacy this 
of Mr. Riehle. ago 
4 5 Opera curi 
Illinois Life Reinsurance ae 
Committee Ready to Report F cic 
tery 
The committee of lawyers assigned met 
to review proposals of reinsurance of : 
the Illinois Life and make recommenda- mat 
tions to the court is reported now to be deg 
very favorably inclined towards one con 
of the companies which submitted a bid or 
originally and whose proposal at first 7” 
Was given serious consideration. This ; 
is a company of high repute and the re- wie’ 
insurance contract which it submits is gon 
S . ) | Mi reported to be very favorable to the bas 
aint Faul, innesota policyholders and agents. hive 
If, as now appears, the bid of this Ro 
company is to be recommended, the tak 
Itxelihood is that a report to the court 
will be made Friday or Saturday of 
this week and the contract signed in 1 
short order without any more open nes 
' hearings and bickerings. apr 
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Professional Help: Huebner 





NEWER USES FOR INSURANCE 


Educator Sees Rich as Taxation Target, 
Middle Class Insuring for Philan- 
thropy, Protection 


The trend of the times, heavy lapsa- 
tion of risks and growth of semi-socialis- 
tic insurance schemes all create many 
possibilities for agents to study their 
profession, watch the main chance and 
go out after more than mere death in- 
surance, Dr. S. S. Huebner, dean Amer- 
ican College of Life Underwriters, told 


) a joint meeting of the Chicago Associa- 


tion of Life Underwriters and Chicago 
U. 

Dr. Huebner ‘said there seemed to be 
a concerted effort to stamp out the rich 
with surtaxes, income taxes, death du- 
ties, etc., and he sees prospect even of 
a limitation on the right of inheritance. 
All of this he sees as tending strongly 
toward a situation in which organized 
philanthropy must be carried out through 
life insurance and annuities purchased 
by the middle class of people. 


Doing More Before Death 


Middle class families are thinking 
nowadays of doing more for their chil- 
dren before death and not leaving so 
much for them after death. The out- 
standing factor in modern life he finds 
is parents stripping themselves almost 
to the bone so their children can better 
prepare themselves for life. Much of 
this the parents are doing through life 
insurance. 

A big service is being performed by 
annuities today. Life insurance is being 
used for stabilization of labor. There 
is a strong movement for unemployment 
and old age insurance. If this protec- 
tion does not come privately, he believes, 
it will manifest itself as governmental 
interference with private business. 

The situation as a whole leaves great 
latitude for trained life insurance men 
who qualify in a professional way. Dr. 
Huebner says there has been a strong 
trend away from the old exhortation of 
managers to sell thousands, two thou- 
sands and five thousands and get one’s 
feet on the ground, yet he sees in the 
C. L. U. movement no guarantee of a 
royal road to big business and urges 
that the small cases not be overlooked. 


Nonsense in Inflation Talk 


There is much nonsense, he finds, 
about the way many people discuss in- 
flation. He said many agents are being 
met with the prospect’s objection that 
he does not want to invest in life insur- 
ance now but prefers the non-receiver- 
ship type of stocks and commodities. 
Dr. Huebner admitted that these go up 
in price in time of inflation. 

He said, however, the answer is that 
this is the wrong time to get in. A year 
ago would have been fine, but most se- 
curities and commodities have doubled, 
trebled and some have gone as high as 
1,500 percent. He points out that the 
effect of inflation already has been an- 
ticipated and any further upward move- 
ment will be purely speculative. 

He said the American College esti- 
mates there will be 750 new C. L. U. 
degree holders this year and if business 
conditions improve, it is expected 1,000 
or more will receive the degree next 
year, 

A beneficial trend in the C. L. U. 
work is that many persons are rapidly 
going over to the three and four year 
basis rather than attempting to pass all 
five sections at once. Dr. Huebner finds 
no decrease of production among those 
taking the work, but rather improved. 


Increase for Lincoln. Liberty 


The Lincoln Liberty Life’s new busi- 
ness for the first six months increased 
approximately $600,000. 
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Pilot Life Promoted 
Policyholders Picnic 





The Pilot Life of Greensboro, N. C., 
conducted an experiment the other day 
by having a first picnic for industrial 
policyholders on its home office ground. 
It invited those present within a 30-mile 
radius of Greensboro. There was an 
inspection of the home office, a picnic 
dinner and an address by A. W. McAlis- 


ter, chairman of the board, and outdoor ;: 


games. Then there was some profes- 
sional entertainment offered. 

W Keyes, manager of the tri-city 
district of the Pilot industrial division, 
was master of ceremonies. He was in- 
troduced by W. B. Clement, superin- 
tendent of the division at the head office. 
Mr. Keyes presented Mr. McAlister, 
who made a rugged Fourth of July ad- 
dress. 

There were a number of contests in- 
troduced and prizes given. There was 
a baseball game between two teams in 
the industrial league. There were 1,500 
people present. 

“Life Insurance,” by Joseph B. Mac- 
Lean, associate actuary Mutual Life of 
New York—a standard textbook of life 
insurance principles and practices. Price 
$4, The National Underwriter. 


Farm Foreclosures Showing 
Real Decrease in Number 


KINGSLEY HAS OBSERVATIONS 


Penn Mutual’s Vice-president Much 


Encouraged Over the Outlook in 
the West 


PHILADELPHIA, July 13. — A 
marked decrease in the number of fore- 
closures on farm real estate in recent 
weeks was reported by W. H. Kingsley, 
senior vice-president of the Penn Mu- 
tual Life, upon his return from a five 
weeks’ survey of conditions in the west. 

Farmers Are Encouraged 


One of the reasons life companies 
have 
of farms on which they hold mortgages, 
acccording to Mr. Kingsley, is that for 
a long time the companies have made 
mortgage loans on the basis of an an- 
nual reduction of principal, so that the 
amounts of the loans in most instances 


have been reduced as the values of the 





properties declined. Ancther factor, he 
| pointed out, is that the companies are 


taken over only a small percentage’ 





5 


assisting the property owner who is in 
difficulty rather than foreclosing on him. 

“No one could make a travel survey 
of the country today without accepting 
the evidence that abounds indicating an 
upw ard trend of business,” Mr, Kingsley 
said. “As yet the farmer has had little 
if any benefit of the rise in commodity 
prices, but he is encouraged by the 
prospects for the future. Because of 
this encouragement farmers are making 
renewed efforts to meet their obliga- 
tions and prevent foreclosures, and the 
mortgage holders are cooperating with 
them.” 

Holds Series of Meetings 

Members of the Chicago agency of the 
Franklin Life were guests at a breakfast 
session presided over by F. J. Budinger, 
general agent. W. C. Peck, supervisor 
of the northern district, which includes 
Minnesota, Wisconsin, Michigan and 
Chicago, represented the home office. 
Plans for the last half year were dis- 
cussed. Mr. Peck has just returned from 
Grand Rapids, where a sales meeting 
was held for Grand Rapids and Holland 
agencies. A similar meeting also was 
held for the Milwaukee agency. The se- 
ries has as a purpose stressing the im- 
and necessity of better pros- 


portance 
organized sales plans and time 


pecting, 
control, 
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MONTGOMERY, ALABAMA 


We extend to all of our competitors assur- 
ances of regard and support. No policy 
lapsed in any other company can be "rein- 
stated" or written in All States Life. 


We rejoice with others in the better busi- 
ness of this improving year. 


BEN W. LACY, President 


"Liquidity Rating" is ''Excellent." 
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Something to Consider 


Here is an incident that might 
have occurred in any city or town. 


“IT can’t meet my taxes,” 
Jones told his life insur- 
ance man, “unless I let my 
policy go. The mortgage 
holder is pressing me, 
too.” 


The life 
smiled. 


insurance man 


“T’ve heard that one before,” 
he said. “But if taxes and 
mortgage interest are an- 
noying you what would 
they do to your wife if you 
left her without any- 
thing?” 


The Prudential 


Insurance Company of America 
EDWARD D. DUFFIELD, President 


Home Office - Newark, New Jersey 











Inc. 1871 
radford 


H. 
Walker 
President 





FROZEN 
A im, tee, E T ® S Among encouraging business, signs are 


increased sales of electric ice boxes. . . . 


In how many homes, we pause to wonder, where these excellent 
contrivances have been installed, will the breadwinner, should 
he meet untimely death, leave funds sufficient to provide the 
food that gives an ice box excuse for being? . . . Lacking the 
provisions essential to life, the ice box must become a useless 
possession—a thing of arctic emptiness—truly a “frozen asset.” 


Let life underwriters make the most of the 


obvious moral: Where there is an ice box there 
is a need for adequate life insurance. 


The Life Insurance Company 


of Virginia 
RICHMOND, VIRGINIA 


Insurance Plan for Renters 
to Be Launched Shortly 





VENTURE OF JULES SPIEGEL 





North American Mutual Will Insure 
Landlords Against Loss Because 
of Death of Tenants 





NEW YORK, July 13.—The novel 
insurance plan of the recently-organized 
North American Mutual Life of Dela- 
ware, which will specialize in insuring 
apartment house landlords against loss 
of rent due to death or disability of 


tenants, will go into action this week, 
President Jules C. Spiegel has an- 
nounced. 


This unique venture in insurance has 
been in process of organization for some 
time and was described in the Dec. 23 
issue of THE NaTIONAL UNDERWRITER. 

New York City will be the com- 
pany’s first field of operation, but since 
the North American Mutual is as yet 
licensed only in Delaware, no business 
will be solicited in New York state. 
Until the company has raised the neces- 
sary $100,000 fund and received its li- 
cense here, it will obtain its business 
solely from the North American Man- 
agement Corporation of Delaware, of 
which Mr. Spiegel is also president. 
However, it will be the policy of the 
management company to insure through 
its Wilmington office all apartment 
buildings which it takes over for man- 
agement. Beginning this week the man- 
agement corporation is actively solicit- 
ing building owners to make the cor- 
poration their management representa- 
tive. Until the insurance company is 
licensed here the rent insurance fea- 
ture will not be used as a selling point 
in such soliciting. 


Plan Is Copyrighted 


After the North American Mutual has 
obtained its New York license, probably 
within three or four months, the insur- 
ance feature will be stressed, and rent 
insurance will be made available to New 
York City management corporations and 
landlords generally. Mr. Spiegel has 
copyrighted his plan. 

In its initial efforts the management 
corporation will solicit particularly 
among title companies, savings banks, 
and others who have taken over apart- 
ment house properties under foreclosure 
and lack adequate facilities for manage- 
ment. Mr. Spiegel plans to concentrate 
his efforts on the moderate priced apart- 
ments, in the $60 to $100 per month 
class. The project is designed to indem- 
nify landlords for loss of rent due to 
death or disability of tenants, which in 
turn will allow the landlord to give the 
tenant assurance that if he dies his fam- 
ily will be allowed to live on in the 
same apartment rent-free for a year, or 
in case of disability, six months. The 
premium will be about 3 percent of the 
rental. 

Low Acquisition Cost 


Among the conditions favorable to his 
plan, Mr. Spiegel cites the low acquisi- 
tion cost and favorable mortality asso- 
ciated with group insurance, and the 
scope of the field he is entering. A 
minute fraction of the 200,000 apartment 
houses in Greater New York would 
bring in a large and immediate volume 
of insurance business. 

After the rent insurance project is 
well under way, Mr. Spiegel plans to 
build up the ordinary end of the busi- 
ness. His previous experience has been 
in life insurance and banking. He was 
formerly manager of the Bankers Thrift 
agency of the Reserve Loan Life of 
Indianapolis. In that capacity he had 
charge of the Pittsburgh territory. 


Occidental Life Gains 


The Occidental Life reports a gain 
in June of 76 percent. For the first 





Signs of the Times 
Show Upward Swing 








Final figures reporting paid busines; 
of the Berkshire Life for May and June 
show an 18 percent gain over the corre. 
sponding period of a year ago. Paid 
business for June, 1933, shows an ip. 
crease over June, 1932, of better thay 
35 percent. 

During June the company held a cam. 
paign featuring its special policy, a new 
low cost, maximum protection plan 
especially designed to meet the curtailed 
and the necessarily readjusted budgets of 
today. During the week of July 10 the 
field force is conducting a special drive 
in honor of President Fred H. Rhodes 
in celebration of the 55th birthday on 
July 14. 

*x* * * 

The Continental American Life’s new 
net paid business for six months in- 
creased 18.7 percent. New paid business 


1932. New business written 
June increased 85 percent. 


during 


slightly in excess of $6,000. 
* * * 


The Surety Life of Kansas City ex- 
perienced a 45 percent increase in busi- 
ness in force the past year. May was 
the largest month in its history, both 
in paid for and written business. 

* 

The Jefferson Standard Life reports 
that in June its new business was $4,- 
869,878, an increase of $106,000 over 
June, 1932. Agency Manager A. R. 
Perkins reports 464 more applications 
for life insurance in June than in June, 
1932. Of the total $1,564,000 came from 
North Carolina. He finds that 32 per- 
cent of the June business came from 
Jefferson Standard policyholders. 

* ¢ & 

Showing an increase in insurance in 
force of approximately $1,000,000, the 
Liberty National Life completed its best 
six months in its history. Paid business 


increased 18 percent. 
x * * 


Manager John A. Stevenson of the 
home office agency of the Penn Mu- 
tual Life in Philadelphia reports that 
in June his organization paid for more 
new business than in any month since 
June, 1932, December alone excepted. 
The gain over May exceeded $750,000. 
He finds a complete turn-about of popu- 
lar feeling from what it was a few 
months ago. ' 
* * * 

The Church Life of New York, a sub- 
sidiary of the church pension fund of 
the Episcopal Church, reports an in- 
crease of 33 percent in production -fig- 
ures for the first six months as com- 
pared with the similar period of 1932, 
according to a statement made by B. B. 
Locke, executive vice-president. A con- 
siderable increase in the issuance of an- 
nuities is also reported. Mr. Locke 
states that the corporation has not yet 
made any increase in annuity rates. 

. ¢ 2 


Closing figures of the Penn Mutual 
Life’s gain in new business for June 
shows 11.5 percent increase in paid-for 
business over June, 1932. The under- 
writing department says no part of this 
gain was due to an increase in rewrites, 
but that the month’s writings were of 
fresh business, taken from a cross-sec- 


tion of the public. 
x * * 


For the six months, the Eastern Life 
of New York shows a net increase of 
first-year premiums of over 120 percent 
as against the first six months of 1932. 
A substantial increase in gross pre- 
miums is also reported. In addition, 
lapses have fallen to one-half of what 
they were last year during this period, 
while surrenders and expirations have 
fallen by over 20 percent. 
* * * 


The Home Life reported an excellent 
June business, the largest month of the 
year and the first time this year that 
new paid business has exceeded the total 














six months its gain is 23 percent. 
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City ex- ROBERT L. BEATTY 
- in busi- 
May was R. L. Beatty, assistant secretary of 
ory, both the Provident Mutual Life, has com- 
ess. pleted 50 years of active service with 
the company. He received a gold wrist- 
2 reports watch as a testimonial from the mem- 
Was $4,- bers of the accounting department, with 
000 over whose work he has been associated for 
r A. & many years. Mr. Beatty began as an 
plications ofice boy in the old Provident Life & 
in June, Trust in 1883. He became assistant man- 
me from ager of the record (now accounting) de- 
32 per- partment in 1917 and manager of the 
ne from department in 1923. In 1931 he was 
s. elected assistant secretary. When Mr. 
Beatty joined the Provident there were 
rance in only two bookkeepers where now there 
00, the is an accounting department of over 100 
its best employes. There were only 10,000 poli- 
business cies in force then, while now there are 


280,000. 





) he . . 

1 Ma | Sullivan Won’t Recognize 

“ oe Moratorium in Washington 

h since ss Sele ta se 

“cepted. SEATTLE, July 13.—Life policy- 

750,000 holders in Washington will be backed 

f popu- to the limit in any case where an at- 

a few tempt is made to withhold payment of 
policy loans or cash surrender value, 
Commissioner Sullivan announces. 

a sub- Mr. Sullivan recognizes no mora- 
und of torium on such payments, although 
an in- some companies under moratoria in 
on -fig- other states have refused payment to 
; com- policyholders in this state until ordered 
F 1932, to do so. 

-B. “Life insurance companies insist pol- 
A con- icvholders must pay their premiums 
of an- when due, or suffer cancellation of the 

Locke contract,” Mr. Sullivan said. “But the 
ot vet same companies are unwilling to give 
es. the policyholder a moratorium on pay- 

ing premiums during a moratorium on 
futual payment of policy loans and cash _ sur- 

June render values. 

\id-for “What's sauce for the goose is sauce 
inder- for the gander. The companies are go- 
f this ing to be compelled in every case to 
vrites, live up to their part of the contract, just 
re of as the policyholder is compelled to live 
S-sec- up to his part. So I am advising pol- 
icvholders who have applied for policy 

sal loans or cash surrender to insist on pay- 

Life ment. I'll back them up.” 

Se of —— 

rcent CALIFORNIA RESTRICTIONS OFF 
“ 

io SAN FRANCISCO, July 13—By de- 
ion, iberate failure to impose further restfic- 
ied tions on life companies operating in 
aed ; alifornia, Commissioner E. F Mitchell 
have as permitted the moratorium to ex- 

pire. The past three months, under an 
act of the California legislature, life 
ient companies have been permitted to make 
the payments on cash dividends, loans or 


up to $200. Com- 





surrender values enly 







that tees 
otal missioner Mitchell, believing the de- 
= nands will not be so heavy in the fu- 
ture, permitted the restrictions to be 














LIFE 


lifted automatically. The commissioner 
didn’t make a statement regarding the 
lapsing of the restrictions because he 
believed it might cause new demands 
on the companies and perhaps only 
serve as an unpleasant reminder. 

OHIO 


NEW RULES IN 


The Ohio department has promulgated 


new emergency rules identical with 
those recommended by the National 
Convention of Insurance Commissioners 
In addition Ohio companies may not 
pay dividends to stockholders without 
permission of the department. 


Peters Sani Ceeneneee 


Committee of U. S. Chamber | 


Justin Peters, president Pennsylvania 
Lumbermen’s Mutual Fire of Phila- 
delphia, has been appointed chairman of 
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San Francisco; L. A. 
Lincoln, vice-president Metropolitan 
Life; W. L. Mooney, vice-president 
Aetna Casualty, and Harry Scherr, Vin- 
Meek & Scherr, Hun- 


of Nichols & Fay, 


son, Thompson, 
tington, W. Va. Mr. Scherr is a brother 
of J. W. Scherr, president of the Inter- 
Ocean Casualty, of which company 
Harry Scherr is a director. 

The committee is working on plans 
to extend the conservation work in the 
fields of fire prevention, health con- 


servation and accident prevention. 


The committee will also promote the 
chamber’s policy favoring the creation 
sound retirement systems for busi- 


ness firms and corporations 


Lincoln Mutual Life Will 
Start Work About Sept. 1 


LOUISVILLE, July 13 The Lin 








Elaborate Exhibit for 
Life Advertising Men 








will give 
Adver 
in 


J. A. Young, Monarch Life, 
the life group of the Insurance 
tising Conference at its convention 
Chicago next fall an exh — comparable 


with any advertising exhibit ever held 
In past years there have these —_ 
of fire and casualty as well as life, but 
this time the exhibit will consist 100 
percent of life insurance advertising and 
sales promotion helps 

Kentucky for the Inter-Southern, and 
later with Equitable Life & Casualty; 
W. A. Orr, C. P. Summers, Azro Web 
ster, E. M. McGuire, J]. R. Duncan, 
Harry W. Venable, C. H. Nicholls, 1 


V. Brown and C. E. Gary were among 
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“title of the folio now in each 


: in the “Client Building 
of the entire plan of “Client 


may be i eee eee Pacing” 
set t 
i adding to the client liste— 


YORK cITY 
: “Jamnce A. Fulton, President 


the insurance committee of the United | coln Mutual Life, a mutual life corpora the incorporators 
States Chamber of Commerce by | tion, with guaranteed assets of not less Mr. Nordeman stated that tempor 
Henry I. Harriman, president of the | than $100,000, has been incorporated by | ary offices had been located in the Ken 
chamber. John C. Harding, western |a group of men, some of whom were | yon building The company has to de 
manager Springfield Fire & Marine, is | connected with the old Inter-Southern | posit $100,000 with the state insurance 
vice-chairman. The other members are | Life, and also the old Equitable Life | department in order to start operations 
/ >. Bruce Black, president Liberty Mu- | & Casualty. C,. B. Nordeman, for ten | It will issue guaranty certificates to in 
tual; Lee J. Dougherty, president Guar- | years secretary of Inter-Southern; D.| vestors. It plans to start operating 
anty Life of Davenport, la.; P. J. Fay | J. Duncan, former general agent in about Sept. 1 

= ~_*s 
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mses for all of the 
” work. 








8 THE NATIONAL 


UNDERWRITER 


July 14, 1933 





= 














BANKERS Lift 
COMPANY 


180 MILLIONS 
paid to 
BENEFICIARIES 


Since organization, in 1879, this Company 
has paid a total of $180,555,012.46 to the 
beneficiaries of Bankers Life policies. 


Payments to beneficiaries in 1932, alone, 
aggregated $10,324,123.57. 


BANKERS LIFE COMPANY 


Gerard S. Nollen, President 
Established 1879 DES MOINES, IOWA 




















GROWING UP FAST 


America is growing up fast, says the statistician. 
More old people, fewer children, is the outlook. 
Increasingly, therefore, Fidelity’s Income for Life 
plan will prove attractive. Increasingly, will there 
be a demand for its guaranteed life income. 


Fidelity Originated This Plan 


The first “Income for Life” policy was written 
December 24, 1902, and each year since there has 
been a wider acceptance of its unique provisions. 
® In addition, Fidelity provides a variety of policy 
forms to fit modern needs: Low Rate Life, Fam- 
ily Income, Disability—income and waiver of 
premium, accidental death benefits. 


Send for booklet 
“The Company Back of the Contract” 


T IDELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 


WALTER LEMAR TALBOT, President 














| Management Now 
Watched Closely 


(CONTINUED FROM PAGE 3) 


investment, the degree of marketability 
of any class of assets. 

A major change is that it has become 
at least temporarily not so much a prob- 
lem of investment of new funds as su- 
pervision of investments already in the 
portfolio. A very necessary attribute of 
a sound investment policy, he said, is 
the courage to take an immediate loss 
to avoid a greater future one. 

Sound and careful underwriting of 
risks is a major executive problem and 
deserves most careful attention since the 
aim of life insurance is protection for 
the greatest possible number at lowest 
possible cost. Mr. Hall notes that many 
now applying for insurance do not really 
appear to have legitimate need for the 
coverage applied for and the amount is 
out of reasonable proportion to the ap- 
plicant’s income or ability to pay. Life 
insurance primarily is indemnification 
for a loss resulting from a contingent 
event, but too many people are looking 
on it as a means of recouping losses 
sustained heretofore in various forms, 
such as shrinkage in investments. 


Responsibility Falls on Agents 


There is a management responsibility 
devolving on agents in the field as well, 
he said. The duty of home office official 
and agent is interpretation and consis- 
tent application of common sense prin- 
ciples to the many complex problems 
constantly confronting them in business. 
Another obligation common to all in the 
business is jealously to guard the good 
name of life insurance. Mr. Hall com- 
ments that here and there are found 
persons who are questioning the abso- 
lute safety and integrity of the institu- 
tion. The people now have an inquiring 
frame of mind. They want to know who 
and what are behind the institution to 
which they entrust their funds. 

This attitude should be welcomed by 
life men. The difficulties which have in- 
volved a few life companies have been 
due not to any elements of weakness 
in the structure as a whole but bad man- 
agement, careless investment policies 
and, very rarely, dishonesty. People in 
the business must convince the public 
that isolated happenings are not an in- 
dictment of the institution. The busi- 
ness can bear the closest scrutiny; it is 
inherently strong, and it can adapt it- 
self to and will survive any changes in 
the social order. 


Lincoln National Men Give 
Helpful Tips at Convention 





(CONTINUED FROM PAGE 3) 


has sold the idea to a number of older 
men. Last year there were 19 agents 
who reported throughout the year and 
these wrote only 3 percent less than in 
1931 and paid for only 2 percent less. 
The rest of the agents who were non- 
reporting wrote 40 percent less business 
than in 1931 and paid for 47 percent 
less. Among the agents who reported, 
it required 3.7 calls to secure an inter- 
view, 10.36 interviews for each sale and 
average policy $2,876. The San Antonio 
and -El Paso agencies are the only ones 
which as a whole have adopted the sys- 
tem and for the first six months this 
year the San Antonio agency showed 
20 percent increase in written and 36 
percent increase in paid for, and E] Paso 
10 percent increase in written and 13 
percent increase in paid for. 

J. S. Braunig, general agent at St. 
Louis, discussed “Practical Selling.” 
Prospecting, he said, is the big end of 
the business. With enough prospects to 
call on each day, time control, contract, 
presentation, planning, etc., automatic- 
ally will be taken care of and proper 
mental attitude will be easily achieved. 
Mr. Braunig believes centers of influ- 
ence are essential. The best source of 











| business is the policyholder. 





Know Your Line 





Educational conferences 
and conventions present 
practical, sales-building 
knowledge to COM- 
MONWEALTH Life 
underwriters. They give 


a better grasp of the 













various forms of life 
insurance opportuni- 
ties for selling 
them, and the nec- 
essary technique. 
They deal with 
specific prob- 
lems con- 
nected with 
the job of 
selling life 


insurance. 


These 
meetings 
are de- 
signed to 

give just 

the right pro- 

portions of 
inspiration and 
driving force 

coupled with a 
better knowledge 

of how to go about 
it. COMMON- 
WEALTH Life men, 
realizing the tremen- 
dous value of such con- 
ferences, are seriously 
enthusiastic about them. 

@ This, however, is only 

one of the many important 

phases of co-operation 
given by the COMMON- 

WEALTH Life to its rep- 


resentatives. 
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LIFE INSURANCE C0. 


LOUISVILLE, KY. 
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RALPH A. TRUBEY 

Ralph A. Trubey, manager at Fargo, 
NX. D., for the Guardian Life of New 
York, will be one of the speakers at the 
annual meeting of the National Associa- 
tion of Life Underwriters in Chicago. 
He is a native of Ohio, having been born 
in Rockford in 1891. He financed a 
college education at Wesleyan and grad- 
uated in 1912. In that year he became 
a teacher and athletic director in the 
schools of Lidgerwood, N. D. To am- 
plify his small salary he started selling 
life insurance for the Guardian with 
which company he held a policv. He 
progressed in his school work and later 
was appointed superintendent of schools, 
continuing meanwhile to sell life insur- 
ance and his production rose to nearly 
half a million dollars yearly. 

In 1922 he resigned as superintendent 








of schools to devote his entire time to 
life insurance and later in that year he 
was appointed manager for North Da- 
kota following the death of former man- 
ager J. F. Treat. 

In Mr. Trubey’s years as manager, 
the Fargo agency has averaged better 
than $1,300,000 paid for annually. Dur- 
ing the 1931-32 club year, Mr. Trubey 
served as president of the Guardian Life 
leaders club. He has been president of 
the Red River Valley Boy Scout Council 
for seven years; he is past district gov- 
ernor of the Lion’s International for 
North and South Dakota, Minnesota, 
Manitoba and Saskatchewan; he has 
been secretary of the North Dakota Life 
Underwriters Association for 10 years 
and a member of the Fargo school board. 


Must Cash in Policies to 
Get Relief in New Jersey 


NEWARK, July 13.—Somewhat of a 
furor has been raised among life com- 
panies in New Jersey by the announce- 
ment of J. D. Sears, deputy state ad- 
ministrator of relief, that all persons 
having life insurance policies which have 
a cash surrender will be refused relief 
throughout the state. Colonel Sears 
takes the stand that a policy having such 
value is regarded as an asset and is on 
the same basis as a bank account. 

He says that in some instances people 
who apply for relief have endowment 
policies which may mature in a few 
years and would like to keep up the 
policy and obtain the full benefits, and 
they become indignant when relief is re- 
fused. He asserts that there are a num- 
ber of families who have been paying 
exorbitant sums each week to keep their 
policies in force. 

Large agencies and home offices here 
report that policy loans have decreased 
materially the first six months of this 
year, but the attitude of the relief ad- 
ministration may cause an increased de- 
mand on the companies. 


ast 
broader e 


URANCE EDITION 





Criticise Decision as to 
Taxation of Trust Income 


The Chicago Life Insurance Trust 
Club at its Tuesday meeting discussed 
the decision of the Supreme Court of the 
United States in Burnet vs. Wells. In 
this case the supreme court held that the 
income from irrevocable trusts which 
was used to pay insurance on the life of 
the grantor, is subject to income tax. 
The policies were payable to persons 
other than the assured or his estate. The 
board of tax appeals held that an assess- 
ment against such income could not be 
made against the grantor of the trust 
without an arbitrary taking of his prop- 
erty in violation of the fifth amendment 
of the constitution. The board held that 
section 219 (m) of the revenue act of 
1924-26, permitting such an assessment, 
was void. 

However, the supreme court upheld 
the constitutionality of this section. 


Peace of Mind, Happiness 


The supreme court stated that Wells 
by the creation of his trust did more 
than devote his income to the benefit 
of relatives. He devoted it at the same 
time to the preservation of his own con- 
tracts, to the protection of an interest 
which he wished to keep alive. In effect, 
according to the supreme court, Wells 
said to the trustee that for the rest of 
his life he would dedicate a part of his 
income to the preservation of these con- 
tracts, so much do they mean for the 
peace of mind and happiness. 

The decision of the supreme court was 
criticised by A. S. Ingersoll, assistant 
manager of the Mutual Benefit Life, at 
Chicago. He contended that Wells had 
divested himself of all ownership and to 
tax him merely because the arrangeemnt 
produced peace of mind and happiness 
was unreasonable. He regards this as 
judicial legislation prompted by the spirit 
of the times for revenue. 

One of the members of the trust club 
stated that the supreme court’s decision 





Q 


provided a good selling argument for 
life imsurance, in that the highest tri- 
bunal in the land gave such an endorse- 
ment of life insurance 


First Prize to Milwaukee 


in Independence Week Job 


The Milwaukee Association of Life 
Underwriters has been adjudged the 
winner in the contest for the most effec- 
tive and constructive plans of participa- 
tion entered into by local associations 
during financial independence week 
[he award was made by a committee 
appointed by H. M. Holderness, Con- 
necticut Mutual, of which D. B. Slat- 
tery of the Penn Mutual, was chairman 
The Milwaukee association received a 
check for $50. 

Philadelphia Wins Second 


The Philadelphia association won the 
second prize and received a check for 
$15. The Indianapolis exhibit was ot 
such a quality that the committee felt 
it should be rated third even though 
prizes were only awarded to first and 
second places. Grouped closely together 
after these entries were Richmond, 
Greensboro and Pittsburgh 


Frey Named Erie Manager 


C. J. Frey of Hanover, Pa., has been 
appointed by the Mutual Life of New 
York as its manager in Erie, Pa., to 
succeed E, C. Winburn. Mr. Frey 
joined the Baltimore agency of the Mu- 
tual Life in 1926 as a district manager 
for the Hanover territory. He has been 
for seven years a member of the $250,- 
000 field club. 

Mr. Winburn has been in ill health 
for several months and has asked to be 
relieved of active management. He 
joined the company in 1899 as a clerk 
in the home office and after serving as 
cashier and manager in various offices 
was made manager in Erie in 1919. 
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Gives Good Account of Itself 


THERE is ne doubt that in the period of 
tremendous depression and_ difficulty 
through which the insurance business, 
and all other business, is passing or as 
we hope has virtually passed, the posi- 
tion of the trade papers has been 
strengthened. The marked difference 
between a trade paper and a trade as- 
sociation organ or other method of ex- 
pression from a representative of a busi- 
ness is in the freedom and independence 
of its view. The trade paper is of course 
sympathetic in its attitude toward the 
business which it serves but it is never- 
theless independent and free to say what 
it chooses. The power and influence of 
the trade press in America is shown 
by the lists of membership in such pub- 
lishing organizations as the ASSOCIATED 
BusINEss Papers, the NATIONAL Pus- 
LISHERS ASSOCIATION and the AvupIT 
BurEAU oF CIRCULATIONS. Undoubtedly 
an independent and virile trade press 
makes a decided contribution to any in- 
dustry it serves and to the business 
world at large. The very fact that it 
acts on its own responsibility enables it 
often to lead in discussions and open 
subjects which could not very well be 
brought up from within the business 
itself, by any official organization. A 
trade paper is no different in serving its 
industry from a daily paper in serving 
the city in which it is located. Each has 
a set of interests to which it is devoted, 
for the common good. 

The insurance papers have during the 
depression wisely discussed the facts 
and conditions of the business and 
shown the trends. Important facts have 


Economy That 


THERE may be extravagance here and 


there in convention expense even for 
organizations that are accomplishing 
much. There is no more effective or 


desired organization than the NATIONAL 
CONVENTION OF INSURANCE COMMISSION- 
ERS. While its actions are not binding, yet 
the fact that the state commissioners 
realize the need for greater uniformity 
makes its findings approved by most of 
the officials. This association is accom- 
plishing much for the public and the 


not been concealed or colored. The as- 
sumption has been that the insurance 
world wants to know what is going on 
and this demand has been met by 
trained editors and news gatherers. 
Frauds and weaknesses have been un- 
covered and through wholesome public- 
ity there has been no misconception of 
actual facts and conditions. Although 
a helpful and encouraging attitude has 
been maintained this has not prevented 
publicity on matters of essential impor- 
tance. And the best part of it is that 
the insurance interests and the com- 
panies have not themselves objected to 
proper publicity but rather have encour- 
aged it. The papers on their part have 
not taken any mean advantage of com- 
panies that might be temporarily em- 
barrassed and attempted to “chisel” ad- 
vertising or other favors by improper 
use of their publicity powers. In older 
days there were papers which would see 
an opportunity for profit to themselves 
in the condition of this or that company. 
A good instance in point is that of the 
NATIONAL Surety, which has never be- 
lived in advertising in the trade papers, 
and yet when its troubles came upon it 
not a single paper treated the company 
any less generously or fairly than it 
would have had it been a consistent 
patron over the years. The fact is that 
the papers are selling white space at 
reasonable prices for legitimate adver- 
tising purposes only. The entire secular 
and trade press of the country has 
served a very useful purpose throughout 
the depression and has been animated 
by professional and ethical motives. 


Is Small Bored 


insurance business. It is therefore a de- 
plorable fact to read that the Nebraska 
state auditor rules that he will not sign 
any vouchers for any further convention 
expense of state officials. The Nebraska 
department as well as other state de- 
partments should always be represented 
at the commissioners’ meetings and the 
state should pay the bill gladly. 


“The price to pay—for success—hours 
of hard work.” 





Missouri insurance department, and R. G. 
Barnett, Kansas City, Mo., have formed 
a law partnership at 1701 Fidelity Bank 
Building, Kansas City, Mo., and 351 
Pierce Building, St. Louis. Mr. Bar- 
nett recently was named ancillary re- 
ceiver in western Missouri for the Royal 
Union Life. 


The Sheffield, Ala., “Standard” pre- 
sents President Frank N. Julian of the 
Bankers Fire & Marine of Birmingham 
and former Alabama insurance superin- 
tendent, as the ideal representative in 
Congress from the eighth district in 
Alabama to succeed Congressman Al- 
mon. Mr. Julian is a former editor of 
the “Standard.” He is a favorite in his 
state and the suggestion of the “Stand- 
ard” has been well received, not only 
throughout the eighth district but else- 
where. Mr. Julian has a wide acquaint- 
ance in the insurance domain due to his 
connection with the insurance depart- 
ment and later as a B company official. 


Los Angeles life men are sorry to 
lose L. C. Furniss, associate general 
agent of the State Mutual there with 
headquarters at Long Beach, who has 
become general agent in Michigan terri- 
tory outside of Detroit for his com- 
pany making his headquarters at Nash- 
ville, Mich. Mr. Furniss went to Long 
Beach to become district agent of the 
Northwestern Mutual. He contracted 
with the State Mutual in 1931. He was 
appointed shortly after associate gen- 
eral agent and opened the district of- 
fice in Long Beach. Michigan is Mr. 
Furniss’ home state. He is graduate of 
the University of Michigan. Therefore, 
the State Mutual opens a new office in 
that state. 


H. V. Montgomery, who becomes 
general agent of the State Mutual Life 
at San Francisco, being associated with 
General Agent E. A. Kelloway, has 
made a good record in the business. He 
has been manager of the San Francisco 
office of the Missouri State. Mr. Mont- 
gomery is a native of Junction City, 
Kan. He attended the University of 
Kansas. After the war he became as- 
sistant manager of the southwestern de- 
partment of the Massachusetts Bonding 
in Kansas City. Two years later he 
went with the Travelers in that city 
and subsequently was made field assist- 
ant in the Kansas City office of the Mis- 
souri State Life. Five months after 
joining the company he became as- 
sistant to the vice-president at the home 
office and later was made assistant sec- 
retary and superintendent of agents. In 
1927 he became manager of the Seattle 
branch and two years later manager at 
San Francisco. 

Agency Manager H. G. Johnson of 
the Bankers Life of Iowa at Cleveland 
ran into a bold holdup in a corner drug 
store the other evening when he was 
returning after working with some new 
members of the agency. He stopped at 
the drug store to buy cigarettes. Four 
robbers were holding up the establish- 
ment. One thrust a gun against Mr. 
Johnson’s stomach and the other came 
from behind and struck him over the 
head with a blackjack. His wallet was 
taken from him. He was forced to lie 
face down in the rear of the store and 
his hands and feet were tied. Police 
officers captured one of the bandits and 
found the money that was stolen from 
the store and Mr. Johnson, 

Charles J. Iredell, general agent of 
the Penn Mutual Life at Cincinnati, the 
other day arrived at his 60th birthday 
anniversary and also celebrated his 40th 
anniversary with his company. His fa- 
ther, W. Iredell, Jr., was general 
agent of the Penn Mutual at Cincinnati 
from 1872 to 1921. Prior to 1872, he 
was western superintendent of agents. 
Following his death in 1921, Charles J. 





dell agency has exemplified the high 
ideals of life insurance and the Peny 
Mutual. 


President C. F. Williams of the West. 
ern & Southern Life of Cincinnati ; 
active in many ways. He is a member 
of the Century of Progress commission 
for Ohio and has been appointed Ohi 
day manager which will be celebrated 
at the world’s fair July 15. 
time Commissioner Williams will 
nounce the official program. 


an- 


of the Southern Railway to succeed the 
late W. T. Porter. The common pleas 
judges make the appointment. 


V. F. Larson, secretary Central States 53 


Life of St. Louis, is rapidly recovering 


from the effects of a recent hernia op- 7 


eration. He spent about two weeks in 
the hospital but is now well on the road 
to full recovery and probably will re- 
sume his duties very shortly. 


H. J. Baum, general agent of the Pro- 
tective Life, Birmingham, Ala., now 
yields fishing honors to his 15-year-old 
son, Sabel E. Baum, who caught a sail 
fish 7% feet long off Miami Beach re- 
cently. The father helped reel in the 
piscatorial prize. 

La Noue Matta, vice-president of the 
Protective Life of Birmingham, has been 
elected president of the Birmingham 
Exchange Club. 


H. C. Booker, assistant manager and 
educational director of the A. M, Em- 
bry agency of the Equitable of New 
York in Kansas City, recently celebrated 
the 25th anniversary of his association 
with the company. On the anniversary 
date he secured a $25,000 single premium 


policy with check attached. Mr. Booker | 


has been cashier, traveling auditor, dis- 
trict manager, and now assistant man- 
ager. He has been in agency work for 
15 years. 

J. P. Estee, second vice-president of 
the National Life of Vermont from 1902 
to 1911 and prior to that its representa- 
tive in South Dakota and Wisconsin, 
died at Montpelier at the age of 77. He 
had been twice mayor of Montpelier and 
had served in both branches of the Ver- 
mont legislature. 


Dr. F. L. Hoffman, statistician of the 
Prudential, who has been in San Fran- 
cisco for the past week, left for his 
home at Wellesley Hills, Mass. En 
route Dr. Hoffman plans to stop off at 
Chicago for the purpose of gathering 
further data for his six annual surveys 
on cancer, diabetes, tuberculosis, ap- 
pendicitis, suicide and homicide. 

While in San Francisco Dr. Hoffman 
aroused considerable interest by his 
statement that American people eat their 
meals “too hot, too fast and too often,” 
thus paying the penalty in impaired 
health. “I am strongly of the opinion, 
he said, “that the American diet is en- 
tirely wrong. We eat too much artificial 
food, mulsified, refrigerated, conserved, 
adulterated and artifically colored. Also, 
we eat too much. The quantity of food 
consumed by individuals generally is 
about 50 percent more than is neces- 
sary for normal nutrition. We have the 
wrong method of eating. We eat be- 
tween meals and we eat too much salt 
and sugar. Our calorie intake is too 
much for non-active people.” 

Although fast approaching the three 
score years and ten, Dr. Hoffman has 
traveled more than 41,000 miles by air- 
plane, going ,as far north by plane as 
the Arctic Circle, south to Panama, west 
to Honolulu and east to Moscow. Next 
year Dr. Hoffman will celebrate 40 years 
of service with the Prudential as third 
vice-president and statistician. 
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Great Southern 


Agents are 


Going Forward 


Monthly new business reports show 
an increase over the preceding 
month and the same month for last 
year. The world is getting well. 
Men and women of America are 
securing their future with life in- 
surance. They are spending money 
and saving wisely by the purchase 
of life insurance protection. 


Great Southern men are getting a 
good share of this new business. 
They are backed by a company of 
proven financial security; a com- 
pany offering the types of insurance 
wanted; a company that assures 
them a prosperous income by offer- 
ing liberal first year and exception- 
ally large renewal commissions. 


Those interested in joining this 
group of men who are “going for- 
ward” are invited to write the home 
office for complete details of our 
Representatives Contract. 














GREAT SOUTHERN 


LiFe INSURANCE COMPANY 





E. P. GREENWOOD, President 





HOUSTON, TEXAS 














A COMPLETE LINE 


The Missouri State Life 
provides the field man with 


a complete line of policy 
forms offering a wide range 
of non-participating and 
participating contracts, de- 
signed to meet the varying 
needs of individual pros- 
pects. Life—Accident 
& Health—Group—Salary 


Savings. 


Liberal Agency contracts, 
prompt underwriting serv- 
ice, helpful field cooperation. 


St. Louis, Missouri 


Lite—Accident and Health—Group and Salary Savings 


11 


MISSOURI STATE LIFE 
INSURANCE COMPANY 
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Complete Life Insurance 
Service 


which includes: 


Policies for men, women and children from 1 
day to 70 years. 


Children’s policies with Beneficiary Insurance. 
Disability and Double Indemnity benefits. 


Special clause providing Surgical and Dismem- 
berment benefits may be included in policies. 


Participating and Non-participating. 
Special Monthly Sight Draft Premium Plan. 
Sales Planning Department. 


NEW ECONOMIC LIFE PLAN DESIGNED 
ESPECIALLY TO MEET PRESENT CON.- 
DITIONS. 





* 


J. DeWitt Mills 
Vice-President 


George Graham 
President 


V. F. Larson 
Secretary 


Central States Life Insurance 


Company 






HOME OFFICE ST. LOUIS, MO. 































THE HOME LIFE INSURANCE COMPANY 
OF AMERICA 


PROTECTS THE ENTIRE FAMILY 


Home Life Agents are equipped to serve every need for protec- 
tion. Modern policies are issued on both Industrial and Ordinary 
plans from birth to Age 65 next birthday. The Home Life sales-kit 
means a whole family of potential policyholders back of every 


door-bell. 
0. 





There Is a Home Life Policy for Every Purse and Purpose 
fp. 





OVER ONE HUNDRED MILLIONS IN FORCE 
INDEPENDENCE SQUARE PHILADELPHIA, PA. 
(INTERESTED IN REPLIES FROM PENNSYLVANIA AND 




























ATTRACTIVE PICTURES AND 
SALES CAPTIONS 


that help you sell more insurance 


Send 10 cents today and get a sample of the NEW 
1933 National Underwriter Insurance Calendar, A-194¢ 
Insurance Exchange, Chicago. 
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NEWS OF THE COMPANIES 





Plans of the Bank Savings 


New Men in Control Will Continue 
the Company and Extend 
Its Activities 








A. M. Haight, consulting actuary of 
the Bank Savings Life of Topeka, Kan., 
announces that following the purchase 
of the company by interests headed by 
J. N. Mitchell and A. O. Runkel, the 
company will continue as a separate in- 
stitution. The executive committee will 
be composed of Mr. Mitchell, Mr. Run- 
kel, John S. Dean and C. E. McCrae. 
They will have full control of the com- 
pany. Mr. Mitchell and Mr. Runkel 
have had many years of experience in 
insurance. Plans for the future devel- 
opment of the company are now being 
formulated. The new directors are Mr. 
Mitchell, Mr. Runkel, Mr. McCrae, W. 
L. Cunningham and R. W. Pierson. 
The old members retained are John S. 


Dean, Dr. S. A. Hammel, T. M. Lil- 
lard and E. H. Lupton, Jr. 
Mr. Mitchell succeeds F. C. Kaths 


as president. J. S. Dean of Topeka was 
elected chairman of the board, he hav- 
ing been general counsel. The control 
of the Bank Savings Life passed to Mr. 
Mitchell and C. E. McCrae of Kansas 
City by their purchase of 1,164 shares 
of stock from the National Bank and 
Merchants National Bank of Topeka 
and the Lawrence National Bank. The 
company has $200,000 capital divided 
into 2,000 shares. 


Former Mississippi Valley Head 


Mr. Mitchell at one time was presi- 
dent of the Mississippi Valley Life of 
St. Louis and also president of the 
North American Company of that city, 
the holding company that controlled the 
Mississippi Valley Life. Mr. Runkel 
was vice-president of the Mississippi 
Valley Life and assistant secretary of 
the North American Company. Mr. 
Mitchell and his associates sold control 
of the Mississippi Valley Life early in 
1931. 

The Bank Savings Life started in 
business in January, 1909. It has as- 
sets of $5,315,849 and has $31,920,872 
insurance in force. 

Superintendent Hobbs of Kansas has 
been ordered to issue a license to the 
Bank Savings effective until Oct. 1 by 
Federal Judge Pollock. The superin- 
tendent refused a license this year on 
the ground that it was impaired. Presi- 
dent Mitchell claimed that the depart- 
ment’s action was arbitrary in view of 
the fact that on July 1 the company 
was solvent. Mr. Mitchell cited the 
fact that the company has been reor- 
ganized and refinanced in compliance 
with the suggestions made by the de- 
partment. 





Hearing on Merger July 21 


The hearing by the Kansas state 
charter board of the application for ap- 
proval of the merger of the Kansas Life 
of Topeka and the Pyramid Life of 
Kansas City, Mo., has been continued 
to July 21. Commissioner Hobbs is 
sitting in on the hearings as ex-officio 
member. 

The application was signed by J. D. 
M. Hamilton, vice-president Kansas 
Life, and J. G. Hoyt, president of both 
companies. The application was made 
under the new act passed by the 1933 
legislature. This act created a charter 
board with authority over mergers of 
Kansas insurance companies with other 
companies, domestic or out-of-state. 





Joins New Jersey Department 


Ralph W. Jones, actuary for the 
Northwestern Life of Omaha, has gone 
to Trenton to become actuary for the 
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Mutualization Program Presented by 
General Agents’ Protective Commit- 
tee Headed by R. W. Brooks 





the Royal Union Life on a mutual basis 
Copies of the plan were submitted tc 
L. A. Andrew and E. 
commissioner, co-receivers; Governor 
nor. 

to be reinsured by a mutual company 


operated under the name of the Royal 
Union Mutual Life Insurance Company, 
“or by any other distinctive name as 
may be available under Iowa law.” 
The new company would enter into a 
contract with the receivers, subject to 
approval of the federal district court, 
for the purchase of all its assets in con- 
sideration “for the assumption by the 
new company of all obligations of the 
old company to policyholders, and other 
obligations.” No definite plan relative 
to officers and directors was included. 


Controlled by Policyholders 


Under the plan as submitted, the new 
company would be controlled by the 
policyholders of the old company and 
policyholders of the new company. It 
would issue only participating policies. 

In addition to obtaining the amount 
of guaranty fund required by law to 
permit a new life company to write its 
business on a mutual plan, the general 
agents offer to contribute 25 percent of 
the renewals accruing to them annually 
on the business of the old company to 
the guaranty fund. These contributions 
would be continued for a period of five 
years; the agents permitting them to re- 
main with the new company until in the 
judgment of the insurance commissioner, 
under provisions of the Iowa law, they 
could be returned to the donors. 

The plan further provides that assets 
of the old company be segregated as a 
trust fund to be worked out for the 
benefit of its policyholders and that fu- 
ture premiums paid by policyholders ot 
the old company be carried in this fund. 

Members of the general agents’ pro- 
tective committee besides Mr. Brooks 
are: J. W. A. Standt, Canton, O., Earl 
Mercer, Kansas City, Mo., Karl Gald- 
ing, Sioux City, Ia. and Otto Lange, 
Dubuque, Ia. 


M. W. A. to Enter Canada; 
New Rules on Liquor Business 





Amendment of its bylaws, effective 
Sept. 1, will permit the Modern Wood- 
men of America to extend its operations 
into the Dominion of Canada and New- 
foundland. In view of the uncertainty 
of the fate of the 18th amendment two 
bylaws were amended. These empower 
the executive council to make such rules 
from time to time governing member- 
ship of persons engaged in the manu- 
facture, sale and transportation of liquor 
as it may see fit, and lodge power of 
disqualification in the executive council, 
the object sought being to permit the 
council to exempt persons engaged in 
the liquor traffic from expulsion when 
it may deem such action advisable, New 
hazardous occupations include workers 
in granite quarries, mills and yards, pro- 
hibition or narcotic agent, employes in 
acetylene gas factories, aerial or stunt 
worker in moving pictures and employes 
in manufacture of wood alcohol or tur- 
pentine. 

Titles of officers will be changed so 





New Jersey department. 





that after Sept. 1 the chief executives 
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eral agents’ protective committee, headed J 
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will be known as national president, na- practice,” Mr. Preston said. “The firm superintendent at Anderson, Ind., suc- | men are graduates of De Pauw univer- 
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‘ - ment and that: its cash position “was which have benefited substantially by 
Brooks never stronger.” New issued business | the recent rise in the market. 
for the first half of 1933 showed an in- —— : 
13.—A gen. Mag crease of about $2,000,000. Piper with Provident L. & A. 
ttee, headed —— , » De . . 
lelphia, has } H. D. Trueblood Is Advanced ae B. Piper of Woodward, Fon- 
aietine UE _ _ | diller, Ryan & Sharp of New York has 
utual b ot H. D. Trueblood, who has been edi- | been appointed actuary for the Provi- | }} 
tee =e tor of the “Agency Bulletin” of the | dent Life & Accident of Chattanooga, 
‘lark. | af Union Central Life, has been appointed | succeeding C. F. Stein, resigned. Mr. | 
7 Govean'l district supervisor in charge of the east-| Piper was formerly with the actuarial 
ral O'C ' ern district of that company. He is a| department of the Metropolitan Life. 
On BF brother of Mark S. Trueblood, manager , 
2 con ™ of the Union Central’s Los Angeles HOW 
F company BB agency. Company Notes 
laws and Clyde Ferguson, who has been as- TO START AN 
the Rend sistant editor of the bulletin since 1929, Sie ame i . ‘ . AN 
n val & a ‘ 2 “he Liberty National Life of Birming- 
Company, i now become editor. ham, Ala., has been admitted to Indiana. 
+ Mame as The Swanee Life of Jacksonville, Fla., UPTURN 
law.” New Owners ners Tell Plans has opened a branch at 402 Seybold 
iter ew Y a aa _ a building, Miami, with J. H,. Coursey as 
bi into a ' NEW YORK, July 13.—The George resident manager. 
subject to | Washington Life of Charleston, W. Va., LT 
ict court, | reecntly bought by the New York in- | pe , eee tees eaten cll ain 
ts in c ‘ aay ie 2 < a been appointed district agent of the 
oa by a ; vestment firm of Preston, James, Yeiser | Northwestern Mutual Life to succeed the 
of J - Bs & Co. will be operated by the latter | late W. F. Mackey. 
~ My - py company, Charles L. Preston, the new T. A. James, for 17 years general 
nd other president of the George Washington, | agent for the Inter-Southern Life and | || Take ; licv the hes 2c * 
n relative said this week. the Kentucky Home Life, has been — Ss Pes te toughest prospect cannot 
cluded. 3 “We intend to leave the agency and | named district manager at Ashland, Ky., 
| : °° a a h Io XN P Jife . . ° ° 
ers : underwriting departments as they have | for the Penn Mutual Life. resist. Add it to an enthusiastic agency force. 
been, under the direction of Vice-presi- The State Farm Life of Bloomington, ? 
Ve new dent E. C. Milair, and every effort will 3 ane — a | in ——— 
. ‘ee e e a anc a sti 
by the BM} be made to expand our agency activities | principal — office oe Stir well and watch for results. And what 
any — as rapidly as is consistent with sound charge of G. F. Holsinger. 
pany. It 
olicies. results! Business written in May increased 
- amount 
law to LIFE AGENCY CHANGES | 
ogee : % rer May 1932. Credit tl , low-fi 
aulte te : 100% over May 32. Credit the new low-first- 
} general ——w | || 
Tr f . . en: . : . 5 . smare iit : : : 
aan ot ; Ohio State Enters Missouri | in that city, while R. A. Robinson of cost ordinary life policy with a large share in 
omer te j Louisville and E. L. and E. J. Calene | }} 
——— ‘ 4 of Kansas City, Kan., have received ap- 
a ; Edwin L. Knetzger Appointed General pointments as general agents in the the upturn. 
aby ive Agent for the St. Louis Territory— | cities named. The Kansas City agency 
i in the In Business There Since 1917 is an entirely new office. 
W. W. Cox and L. M. Hunter have 
i or ye . 
"+. The Ohio State Life of Columbus has been named joint managers at Abilene, THE MI TT IAL, 
S. 1 just been admitted to Missouri. Edwin Se 
t assets L. Knetzger has been appointed general | City office. S. E. Kalinski of Joliet, 
ed as a agent of the company in the St. Louis | yy) ° d W. M. Cav f£ Columbus 
for the | territory, with offices at 1612 Landreth = Reape sane cores pourey 
that fu. i bulidines. tae ad Miss., are other recently appointed man- 
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ts’ pro- and later was assistant manager of the a ae oy ae o.oo. 
Brooks St. Louis district of the Missouri State 
R 
)., Earl @ Life, assistant manager of the ordinary eaield & MeGurk Changes 
Gald- ~@ department of the Prudential in St. Several appointments have been made 
Lange, Louis, and still later division manager by the Redfield & McGurk agency in 
» of the Federal Life in that city, resign- Chicago of the Mutual Benefit Health | 
» ing that position to go with the Ohio | & Accident and United Benefit Life of 
State Life. Omaha. Cc. H. Karsch becomes assis- | 
la; tant manager in charge of the Chicago 
sess F. F. Wettengel brokerage business. He formerly was 
ia F. F. Wette py - ated unit manager in the agency. J. A. Luke | 
ie manager and special 90 a is promoted from unit manager to man- 
“" er 3 s representative Of | ager of the Sou — ————__— a 
a ie the Mutual Benefit in the newly created Ah Ba ag a poe Dan 
alone oe ~ Bong messes ; Wi geen nis, unit manager at Gary, is transferred 
~a gency. s is an important field, com- 
New- ) prising the Fox and Wisconsin river to Indianapolis in the same capacity. 
tainty . Sa Recto ,; s sin Jack Johnstone, agent at Gary, becomes 
ion 2 ae ake pane connie and | manager for Lake and Porter counties 
power Wi bees istrict throughout eastern | with headquarters at Gary. Redfield & 
salen eceelins north from the immediate | McGurk just recently were made man- 
fae Th waukee district to the Michigan line.| agers for all Indiana in addition to 
he office is under jurisdiction of Gen- | their old Illinois i . 
nanu- eral Agent Frank C. Hush ' Wi their o inois_ territory. 
- al / rank C. Hughes o is- 
liquor consi i i pos 
onsin, whose headquarters are in Mil- 
a waukee. Mr. Wettengel formerly was A. O. Isaac 
- we connected with the Northwestern Mu- | | A. O. Isaac has been appointed Mich- 
Fy tual. His brother, G. R. Wettengel, con- | igan state manager for the Mutual Ben- 
Bo tinues to represent that company at efit Health & Accident and United 
wi Appleton, Wis. Benefit Life with headquarters in De- 
New - q s 
~~ — troit. He succeeds J. J. Donahue, who 
pe Seven New Appointments recently resigned. Mr. Isaac has had 25 
es in \ppointment of seven new general years’ experience in insurance work. - b - - 
stunt agents and managers of the Pan-Ameri- id ANC fl ationa I c NSurasrce 
loyes can Life is announced by Ted M. Sim- H. C. Walker 
tur- a manager of United States agen- H. C. Walker, who has represented 0 Wanl or. / ° 
es, the Prudential at New Albany, Ind., for I7 f ic t| / ayne ‘| 
d so ' J. E. Baker and A. N. Baker of St./ the past 18 years, five years as assistant nana 
tives -ouls have been named general agents‘ superintendent, has been promoted to 








14 


THE NATIONAL 


UNDERWRITER 





July 14, 193; 

















Business Builders 








In. the complete and varied assortment of sell- | 
ing helps provided by the Company, Guardian 
Fieldmen have found common sense solutions of 
many of today’s production problems. 


Originated and tested in the field, these new 
and unique business builders are helping Guardian 
Fieldmen to open the door to sales with marked 
frequency and regularity. 
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Goodman, recently general agent at El 
Paso, will be associated with him at San 
Angelo as general agent in the develop- 
ment of the west Texas territory, ex- 
tending from the border to Abilene on 
the east and from Abilene south. W. H. 
Barrett will remain at El Paso as dis- 
trict manager. 





H. G. Stratman 


H. G. Stratman, Ohio supervisor for 
the Business Men’s Assurance for the 
past year, has been appointed branch 
manager for that state. He entered the 
business in 1923 with the Missouri State 
Life. As cashier for that company, he 
did considerable supervisory work. In 
1930 he joined the Atlantic Life as su- 
pervisor at Richmond, Va. 





C. H. Baker, W. B. Yowell 


The All-States Life of Montgomery, 
Ala., has appointed C. H. Baker inspec- 
tor of agents with headquarters at Jack- 


sonville, Fla., and W. B. Yowell of 
Memphis as inspector of agents for 
Tennessee. Mr. Yowell was promoted 


ilar appointment for Alabama _ is 


pected soon. 


Walter Turnbull 


Walter Turnbull, general agent {fy 
the Life of Virginia at Lawrencevilk 
Va., 
ginia and eastern North Carolina, ha; 
resigned after 25 years’ service wit 
the company. He was one of the firs 
general agents appointed after the com. 
pany opened its ordinary department. 


Johnson Ashby 
Johnson Ashby, recently agency sp. 
pervisor for the Trinity Life of For 
Worth, has been appointed general 
agent for the Old Line Life of Mil. 
waukee at Dallas, Tex., with offices in 
the Republic Bank building. 








Life Agency Notes 
New managers appointed by the West. 
ern & Southern are: JFohn H. Hollman 


East St. Louis; J. M. Moore, Peoria, II 
R. J. Mann, Canton, O. 


Cc. W. Phillips, Logan, W. Va., has been 
appointed district field superintendent 
at Beckley, W. Va., by the Kentucky 
Central Life & Accident. 





from general agent at Memphis. A sim- 








LIFE COMPANY 


CONVENTIONS 





W. O. W. Meeting in Chicago 


President D. E. Bradshaw Presides Over 
First Convention Since He 
Became the Head 








D. E. Bradshaw, new president of the 
Woodmen of the World of Omaha, pre- 
sided over the convention in Chicago 
this week. This was his first meeting 
as the head of the order. 

United States Senator Sheppard of 
Texas, who is treasurer of the W. O. 























Berkshire Special! 


Budget Adjustment Plan for 
Providing Financial Protection 
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Our associates are enthusiastic over sales results 
they are obtaining. 








¢¢e 





Another “Trump” in “The New Deal’ for field- 


men. 






¢2e2 






__ Established brokers and others interested are in- 
vited to avail themselves of the facilities of this company. 






¢ ¢#¢ 
“ASK ANY BERKSHIRE AGENT.” 


Direct Inquiries to H. L. Amber, Vice-Pres. 
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PITTSFIELD, MASS. 


W., was present and gave a talk. Other 
important addresses were made by Ac- 
tuary D. D. Macken, State Manager R. 
E. Miller of Texas, President John J. 
King of the Hooper-Holmes Bureau of 
New York City, ay 0m Director A. 
D. Cloyd and F. Croxson, Nebraska 
state manager for + Equitable Life of 
New York, whose topic was, “How the 
Old Line Companies Secure Agents, In- 
struct Them and Sell Life Insurance.” 

The financial statement as of June 1 
was presented showing assets $113,616,- 
428 of which $103,436,666 were govern- 


ment, county and municipal bonds, 
$3,393,017 policy loans, $633,009 real 
estate mortgages, $1,134,274 real estate, 


$1,294,131 cash, $2,380,179 interest due 
and accrued, $848,721 in hands of fi- 
nancial secretaries. 

The W. O. W. operates on the Amer- 
ican 3% percent table and writes all 
forms of life insurance including an- 
nuities and retirement funds. Its new 
adult business last year amounted to 
$37,505,866 and its juvenile $2,669,029. 
It has adult business in force $412,583.- 
012 and juvenile $4,904,313. It has 1,500 
part or whole time men in the field. 
It has 289 clerks at the head office. 


Mr. Bradshaw became president fol- 
lowing the death of W. A. Fraser, 
being elected president Nov. 30 last. 
Wednesday was Woodmen of the 


World day at the Century of Progress 
exposition and all hands wene therefore 
to the fair grounds. 





Royal Neighbors Head Camp Meets 


The Royal Neighbors, Rock Island, 
Ill, fraternal, held its supreme camp 
session in Detroit. Assets are $46,000,- 
000 and insurance in force $475,000,000, 
Mrs. Erna M. Barthel, supreme re- 
corder, told the delegates. W. N. Phil- 
lips, actuary, said the order has $200,000 
in cash reserve above legal requirements, 
which he reckoned as 100.44 percent sol- 
vency. The cost of management in 
1932 was 88 cents per member, Mr. 











Phillips reported. 


Pan-American Life’s Rally 


Second of the Regional Conference 
Series Was Held This Week 
at Chattanooga 








E. G. Simmons, vice-president and 
general manager, and Ted M. Simmons, 
manager of agencies of the Pan-Amer- 
ican Life, presided over the second oi 
the series of two-day summer regional 
agency conferences, held at Chattanooga 
July 10-11. It was attended by ap- 
proximately 100 general agents, man- 
agers and producers from Tennessee, 
North and South Carolina, Virginia, 
Georgia, Alabama and Florida. The 
conference was officially welcomed by 
Col. R. H. Kimball, executive vice-presi- 
dent of the Volunteer State Life. Dr 
Simmons delivered the principal address 
of the morning, covering “Life Insur- 
ance Today,” showing the position of 
the institution of life insurance as it 
emerged from the depression period and 
following the banking moratorium and 
other critical situations. 


Ted Simmons Speaks 


nas 


Ted M. Simmons, speaking on “Your 
Greatest Problem” as the first of the 
Monday afternoon addresses, covered 
the subject of prospecting for life in- 
surance buyers, showing how the Pan- 
American’s home office prospecting 
system fits in with present-day prospect- 
ing methods. 

An entire hour was given over Mon- 
day to the “Birmingham Hour” con- 
ducted by Manager J. O. Ogle and his 
associates. He presented an interesting 
program, members of his staff support- 
ing with discussions of education insur- 
ance and general selling methods. E. 
D. Colhoun, Roanoke, Va., manager, 
spoke on “Annuities,” while addresses 
were also heard from Managers E. T. 
Kirkland and W. G. Townsend of Geor- 
gia and W. C. Deaton of South Car- 
olina. A banquet, presided over by Dr. 
Simmons, was tendered the agents. 


Home Office Helps 


The Tuesday morning 
opened with a discussion of “Home Of- 
fice Helps—Are They Worth While’ 
by Ted M. Simmons, covering in de- 
tail the function of the various home 
office services and sales helps furnished 
Pan-American fieldmen. Dr. Simmons 


session was 


followed on the morning program with 
an address 


“Salesmanship.” Manager 


C. Y. Coley of North Carolina and 


General Agent Clyde Berryhill, Tennes- 
see, also delivered addresses during the 
morning session. 
noon session was given over almost en- 


The Tuesday after- 
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birely to addresses and discussions by 
. General 
Agents A. J. Shropshire and J. W. Ford 
end Managers T. A. Taylor of Georgia 
Sand E. H. McAdam of Florida and J. 
B. Bates of South Carolina delivered the 
principal talks. 


= The Pan-American’s 1933 regional 
Mconferences are entirely of a business 
Snature. A meeting was held at Dallas 


june 26-27. Other meetings are sched- 
Huled for Pittsburgh July 14-15 and at 
lindianapolis July 18-19. 


Travelers Agents’ Convention 





Large Home Office Delegation Attends 
Chicago Annual Meeting of 
Field Clubs 





\ large delegation of home office of- 
ficials of the Travelers attended the an- 
nual convention of the agency clubs in 
Chicago. Among those present from 
Hartford were Agency Vice-president 
H. H. Armstrong, who presided; Vice- 
president J. L. Howard, Agency Secre- 
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tary W. E. Mallory, Auditor F. J. Flynn, 
G. V. Kuehner and J. O. Hoover, sup- 
erintendents of agencies, life depart- 
ment; and D. J. Bloxham, supervisor of 
agency field service. 

The officials and from 


many agents 





various parts of the country contributed 
to the sales sessions which were held in 
the mornings. The afternoons were 
devoted to entertainment and sightsee- 
ing, mainly at the Century of Progress 
exposition. A steamer had been chart- 
ered and agents, visiting ladies and other 
direct to the 


guests were transported 
fair by water. : 
A feature of the convention was a 


skit, “Time Marches On,” written and 
presented by five members of the Chi- 
cago branch life department under Man- 
ager E. B. Dudley. This presented in 
three scenes how life insurance was sold 
in 1928, how it was not sold in 1932 and 
how it is being sold in 1933. Lloyd Hill, 
big producer, assumed the role ot the 
business man prospect, I. H. Curtiss 
spoke the prologue and epilogue. Sales- 
men were David Scobie, A. W. Ormiston 
and F. W. Dower, Assistant Chicago 
Life Manager F. L. Mason, Jr., assisted 
in writing the skit. 

After adjournment of the convention, 
Mr. and Mrs. Scobie were hosts to the 
Travelers’ officials at a lawn party at 
their Lake Forest home. 


Elkhart National Parley 


About 30 agents turned out for a sales 
meeting in the home office of the Elk- 
hart National Life of Elkhart, Ind. Ad- 
dresses were made by Agency Director 





greater heights of achievement. 


for the years ahead. 


public confidence. 





< &3 
America has gone through many other depressions and from each one 
has emerged with new energy and new faith. . . It has soared to 





We of the Midland Mutual Life feel that this is not a time for pessi- 
mistic thought. . . It's a time for courage ... a time to make plans 


Through both prosperity and depression this Company has gone steadily 
forward. . . It has retained its strong financial position. . . It enjoys 


The Midland Mutual Life Insurance Co. 


Columbus, Ohio 


AMERICA 


has not failed 
























AS SEEN FROM CHICAGO 





SECURITIES UNDER SUPERVISION 


Owing to the fact that the stock of 
insurance companies sold in Illinois must 
be qualified hereafter with the state se- 
curities department it will mean that 
there will be a full and complete dis- 
closure to investors of material facts 
regarding securities offered for sale. The 
securities department states that it will 
make a thorough investigation. The 
financial statements must be certified to 
by a public accountant. 

*x* * * 

FEEL CONDITIONS ARE BETTER 

Agents in the Chicago office of the 
Franklin Life, according to General 
Agent F. J. Budinger, feel that condi- 
tions are better than they have been for 
three years so far as the life underwrit- 
ers’ prospects are for selling new busi- 
ness. A few days ago Mr. Budinger 
induced an agent who had not put in an 


President R. A. Morrison, 
Secretary E. J. Short, Medical Director 
Swank and by a number of agents. A 
banquet was held in the evening. 


Webster, 











Twistproof 


Every policy issued by this Com- 
pany with a premium higher 
than Ordinary Life contains a 
special provision whereby it may 
be exchanged for an ordinary 
life policy with a reduced pre 
mium—even less than the rate 
would have been at original age 
of issue — and without medical 


examination. 


appearance or turned a wheel for two 
months, to go to the office and try a 
prepared canvass based on use of the 
coin bank. The agent made ten can- 
vasses and sold five cases. Now he is 
enthusiastically back in the business. 
x * * 
BRUCHHOLZ I8 AHEAD 


The Chicago clearing house branch of 
the New York Life, Frederick Bruch- 
holz agency director, is ahead of its paid 
business quota for 1933. 





Alabama Department Changes 


MONTGOMERY, ALA,, July 13.— 
F. M. Phillippi, who has served as 
deputy superintendent of Alabama since 
early in 1931, has resigned to become 
vice-president and actuary of the 
Southeastern Life of South Carolina. 

F. H. Spears, who was at the head 
of the compensation division for more 
than two years, has been advanced to 
deputy superintendent. He is an in- 
surance man of many years’ experience. 
He is succeeded by Dan Munn of Bir- 
mingham, who has had seven years’ ex- 
perience in compensation work, 
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Continental American 
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THE FORMULA OF SUCCESS 


[ =. INSURANCE can be explained in plain, 
everyday language. The facts can be simply 
stated. People need to be told about life insurance 
by one who knows life insurance and its adaptability. 
Salesmen of integrity, ability and courage who will work 
systematically and plainly state the facts of life insurance 
service will be Masters of their craft and successful. 


Tue Murtuat Lire or New York, with its long history 
of increasing success, offers opportunity. It writes Annuities 
and all Standard forms of life insurance. Double Indemnity 
Benefits. It has many practices to broaden and expedite service 
for Field Representatives and for Policyholders. 





President Hibbard Honored 


Agency Organization of the Union 
States Life of Portland Produces 
for Its Founder 





The agency organization of the Union 
States Life of Portland is devoting July 
to production in honor of President W. 
E. Hibbard. In December last year the 
company moved into its own home of- 
fice building. It is in its second year 
and it has over $6,000,000 insurance in 
force. It ranked third in new busi- 
ness written in its home state last year. 
President Hibbard is the founder of the 
company and was formerly general 
agent for the Capitol Life of Denver 
in the northwest. 





superintendent. He has been connecte( 
with the company since its organization 
and has been a successful producer. 4 
hard drive for business is being mac 
in its home state. 


Payne Heads Utah Managers 
W. S. 


the Prudential, Salt Lake 


der, Bankers Life, 
The executive committee consists of the 


officers and R. W. Anderson, retiring § 


president; W. A. Carter, Penn Mutual 
Ralph Kahn, Union Central Life, and 


J. T. Butler, Aetna Life, all of Salt Lake 


Payne, ordinary manager oj] 
City, was] 
elected president of the Utah Life Man.] 
agers Association at its annual meeting 9 

W. A. Walker, West Coast Life, be.J 
comes vice-president, and W. A. Crovw.-J 
secretary-treasurer. J 





O. P. Banfield has been made agency | City. 


Those contemplating engaging in life insurance field work 
as a career of broad service and personal achievement are in- 
vited to apply to 








NEWS ABOUT LIFE POLICIES 


New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 
Policy Literature, Rate Books, etc. Supplementing the “Unique Manual- 
Digest” and ‘‘Little Gem,”” Published Annually in May and March respectively. 
PRICE, $5.00 and $2.00 respectively. 





The Mutual Life 


Insurance Company 








Equitable Life Annuity Rates 















































of New York The Equitable Life of New York has | est dollar. This causes some variatio 45 
announced its new annuity rates and its | in the amount of annuity which $1,000 0 
34 Nassau Street New York, N. Y. life, cash refund and refund forms. It] will purchase. The Equitable allows 9) % 
is expected a number of the large com- | a pro rata allowance for each full quar- +4 
DAVID F. HOUSTON GEORGE K. SARGENT panies will adopt similar rates if not the | ter lapsed since the last birthday. For t J 
Presid Vice-Presid d exact table. The Prudential has adopted | ages over 85 the rates are the same as 7] 
resident ice-F resident an rates on this basis except that instead | at 85. The scale of rates on male lives Ye 
Manager of Agencies of using odd cents the rate is the near- | follows: ro 
Cc Life Annuity——, -——Refund— -———Cash Refund—— ; a 
Ann. Ann. Anr | or 
$100 $10 Inc. $100 $10 Ine. $100 $10 In 40 
Ann. Weekly per Ann Weekly per Ann. Weekly per 40 
Age Inc. Inc. $1,000 Inc. Ine. $1,000 Inc. Ine. $1,000 . 
20....$2,159.20 $2,648.64 $ 46.31 $2,223.70 $2,726.04 $ 44.97 $2,242.60 $2,748.72 $ 44.59 5 
W. L. MOODY, JR. SHEARN MOODY W. J. SHAW 21.... 2,143.80 2,630.16 46.64 2,209.40 2,708.88 45.26 2,228.40 2,731.68 44.87 § 60 
President Wieo-eesiiont P Bn 2,127.90 1,611.08 46.99 2,194.70 2,691.24 45.56 2,213.90 2,714.28 45.16 
2,111.50 2,591.40 47.35 2,179.60 2,673.12 45.88 2,199.00 2,696. 45.47 
2,094.60 2,571.12 47.74 2,164.10 2,654.52 46.21 2,183.70 2, . 45.79 Y 
2,077.30 2,550.36 48.13 2,148.10 2,635.32 46.55 2,168.00 2,659.2 46.12 4 
2,059.40 2,528.88 48.55 2,131.80 2,615.76 46.91 2,151.90 ,639.! 46.47 Py 
2,041.00 2,506.80 48.99 2,115.00 2,595.60 47.28 2,135.50 620. 46.82 S 9: 
2,022.10 2,484.12 49.45 2,097.80 2,574.96 47.67 2,118.50 ‘ 47.20 Be 
2,002.60 2,460.72 49.93 2,080.20 2,553.84 48.07 2,101.20 . 47.59 Bo: 
1,982.60 2,436.72 50.43 2,062.20 2,532.24 48.49 2,083.50 a 47.99 Br 
1,962.10 2,412.12 50.96 2,043.70 2,510.04 48.93 2,065.50 536.2 48.41 & at 
i 1,941.00 2,386.80 51.51 2,024.80 2,487.36 49.39 2,047.00 514. 48.85 . 
1,919.40 2,360.88 52.09 2,005.50 2,464.20 49.86 2,028.00 ,491.2 49.30 + 
1,897.30 2,334.36 52.70 1,985.70 2,440.44 50.36 2,008.60 2,467.: 49.78 a 
areas wets te 53.34 1,955.50 2,416.20 50.88 1,988.90 ,444.2 50.27 : 
1,851.30 2,279.16 54.01 1,944.90 2,391.48 51.42 1,968.80 2,420.16 50.79 
GALVESTON, TEXAS 1,827.50 2,250.60 54.71 1,923.90 2,366.28 51.98 1,948.30 2'395.56 51.32 
1,803.10 2,221.32 55.46 1,902.40 2,340.48 52.57 1,927.30 2,370.36 51.88 
1,778.20 2,191.44 56.23 1,880.50 2,314.20 53.18 1,905.80 2,344.68 52.46 
1,712.80 2,160.96 57.05 1,858.30 2,287.56 53.81 1,884.30 2,318.76 53.07 
jn - 1 oeo8 wieeas 57.91 1,835.50 2,260.20 54.48 1,862.20 2,292.2 53.69 
,700.40 ,098.08 58.80 1,812.40 2,232.48 55.18 1,839.70 2,265.24 54.35 
A Continued Conservative 1'673.40 2:065.68 59.75 1.788.90 2204.28 55.90 15816.80 2°237.76 55.04 3 
d teats 2,032.68 60.75 1,765.10 2,175.72 56.65 1,793.60 2,209.92 55.75 : 
1,617.9 1,999.08 61.80 1,740.80 2,146.56 57.44 1,770.10 2,181.72 . 
Development Program 1,589.40 1,964.88 62.91 1,716.10 2,116.92 58.27 1,746.20 2,153.04 5 
1,560.50 1,930.20 64.08 1,691.10 2,086.92 59.13 1,721.90 2,123.88 4 
In E ch De rtment eRe 1,894.92 65.31 1,665.80 2,056.56 60.03 1,697.20 2,094.24 t 
a 1,501.30 1,859.16 66.60 1,640.20 2,025.84 60.97 1,672.40 2,064.48 
pa 1,471.10 1,822.92 67.97 1,614.10 1,994.52 61.95 1,647.20 2,034.24 
1,440.60 1,786.32 69.41 1,587.80 1,962.06 62.98 1,621.60 2,003.52 ( 
1,409.60 1,749.12 70.94 1,561.30 1,931.16 64.05 1,595.70 1,972.44 
ORDINARY INDUSTRIAL 1,378.40 1,711.68 72.54 1,534.40 1,898.88 65.17 1,569.80 1,941.36 
1,346.90 1,673.88 74.24 1,507.20 1,866.24 66.35 1,543.60 1,909.92 
1,315.00 1,635.60 76.04 ett 1,833.48 67.57 1,516.90 1,877.88 
* . oe ° 1,283.00 1,597.20 77.94 1,452.40 1,800.48 68.85 1,490.10 1,845.72 
Operating in 26 States, Cuba, Hawaii, and Porto Rico 1/250.70 15558.44 79.95 1,424.50 1,767.00 70.20 1,463.30 1,813.56 
1,218.30 1,519.56 82.08 1,396.40 1,733.28 71.61 1,436.20 1,781.04 \ 
1,185.80 1,480.56 84.33 1,368.40 1,699.68 73.08 1,408.60 1,747.92 ‘ 
A Well Diversified Line of Modern Policy Contracts, including Juvenile .- ete td gh sen ze 1,008.68 70-39 1281.38 4718.16 
Policies, Retirement Income Policies, Salary Savings, and all Types of Annuities, """" 3087-70 1'362:84 91.93 1'283.20 11597.44 77.93 1/326.00 1/648.80 1 
enable our Representatives to render the Insuring Public the Best in Life Insur- rt 1,055.10 1,323.72 94.77 1,254.70 1,563.24 79.70 1,297.90 1,615.08 
ance Service. we 1,022.50 1,284.60 97.79 1,226.00 1,528.80 81.57 1,270.40 1,582.68 
ee 990.00 1,245.60 101.01 1,197.20 1,494.24 83.53 1,242.60 1,548.72 . 
. in ‘ . 57 7 3 
Men of Character and Integrity, desiring a connection with the Ordinary on 957.60 1,206.72 104.42 1,168.80 1,460.16 85.56 1,214.40 1,514.88 : 
* Je r ° “hes a ee 925.50 1,168.20 108.04 1,140.20 1,425.84 87.70 1,186.40 1,481.28 . 
Department, providing Liberal First Year and Renewal Commissions are invited ste 893.60 1,129.92 111.90 1,111.40 1,391.28 89.98 1,158.80 1,448.16 B28 
to address inquiries to ss $62.00 1,092.00 116.00 1,083.00 1,357.20 92.34 1,130.90 1,414.68 , 
-— 830.70 1,054.44 120.38 1,054.80 1,323.36 94.80 1,102.50 1,380.60 wf 
799.70 1,017.24 125.04 1,026.40 1,289.28 97.43 1,075.30 1,347.96 98 
Robe Vv 4 72.. 769.20 980.64 130.00 1,998.00 i -oee-ee oeae teed 438-30 A , 
rnest L. Roberts, Vice President 73.. 739.10 944.52 135.29 970.50 1,222.20 103.04 1,020. 1,281.5 0 | 
as : 74.. 709.50 909.00 140.94 942.90 1,189.08 106.06 992.60 1,248.72 .f 
Tee 680.40 874.08 146.97 915.10 1,155.72 109.28 866.10 1,216.92 3.50 
= 651.80 839.76 153.42 887.90 1,123.08 112.63 939.30 1,184.76 4 
Se 623.80 806.16 160.30 861.30 1,091.16 116.10 912.10 1,152.12 9.60 
AMERICAN NATIONAL INSURANCE CO. , 596.40 773.28 167.67 834.70 1,059.24 119.80 885.80 1,120.56 112.89 
ss 569.70 741.24 175.53 808.00 a gt +o as gH yt ttt: ht 
sees 543.60 709.92 183.95 782.30 96. 127.8: . 1, 12 9.81 
Galveston, Texas ce ee 518.10 679.32 193.01 757.10 966.12 132.08 808.20 1,027.44 123.73 
82 493.40 649.68 202.67 731.90 935.88 136.63 783.60 997.92 127.61 
83 469.30 620.76 213.08 706.60 905.52 141.52 759.70 969.24 131.6 
84 446.00 592.80 224.21 682.70 876.84 146.48 735.30 939.96 135.99 
85 423.40 565.68 236.18 659.30 848.76 151.68 710.30 909.96 140.75 
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Issues Basic Di Dividend Scale 


National Guardian n Schedule to Be Used 


for Five Years with Percent- 


age Adjustments 
The National Guardian of Madison, 
Wis.. announces a new basic dividend 


schedule which probably will be a work- 
ing basis for future dividends, for the 
ensuing five year period. The dividends 
as presented will not necessarily be 
those in force, but will be the scale 
from which actual dividends will be fig- 
ured on percentage basis. The company, 
however, hopes improvement in condi- 
tions will permit it in 1934 to pay the 
schedule as presented. If modification 
is necessary, this will be in the nature 
of a horizontal reduction. 

In most cases the dividends shown in 
the basic schedule constitute a distinct 
increase over those paid from Jan. 1, 
this year, to Jan. 1, 1934. The basic 
dividends for several popular forms at 
quinquennial ages are: 


Preferred Ordinary Life 
Year 1 5 10 15 20 
Age 
Tm $16.65 $20.95 $23.90 $26.60 $28.90 
25.. 17.80 21.55 24.90 28.05 30.05 
30 19.60 22.30 26.25 29.30 29.95 
3 21.30 23.33 27.45 29.10 30.20 
40 22.45 24.25 27.15 29.40 34.60 
45.. 22.40 23.20 26.90 34.05 42.80 
50.. 19.65 21.15 30.85 42.35 51.75 
Endowment at 85 
Year 1 5 10 15 20 
Age a 
ere $ 4.09 $ 5.74 $ 6.68 $ 7.45 $ 7.49 
25. _ 4.51 5.92 7.01 7.88 8.37 
30... 4.81 5.99 7.22 8.13 8.38 
35. 5.24 5.90 7.23 7.95 8.29 
40. 5.40 6.07 7.26 8.16 9.29 
45.. 5.44 5.90 7.41 9.26 11.02 
50.. 4.93 5.61 8.32 11.08 13.16 
55. 4.53 6.26 10.22 13.59 15.80 
60. 5.20 7.86 12.85 16.73 18.31 
eS 6.73 10.22 16.30 19.91 18.40 
20 Pay 
Year 1 5 10 15 20 
Age sa 
Me's 6.43 $ 7.14 $ 8.79 $10.20 $11.27 
25 6.59 7.40 9.18 10.72 11.83 
30 6.50 7.37 9.33 10.92 11.91 
6.43 7.38 9.40 10.89 12.08 
6.62 7.55 9.50 11.20 13.03 
6.76 7.49 9.72 12.27 14.48 
6.37 7.32 10.63 13.86 16.04 
6.19 8.12 12.51 16.08 17.90 
7.51 10.29 15.47 19.37 20.18 
20 Pay Endow. 585 
1 5 10 15 20 
5.23 $ 6.52 $ 8.18 $ 9.60 $10.65 
5.75 6.71 8.51 10.04 11.14 
6.29 7.17 9.14 10.75 11.75 
6.41 7.38 9.44 10.95 12.14 
6.55 7.52 9.46 11.19 13.03 
6.64 7.39 9.63 12.29 14.42 
6.25 7.22 10.54 13.78 15.96 
5.96 7.88 12.29 15.87 17.67 
6.7 9.49 14.67 18.52 19.1 
20 Year Endowment 
Year.... 1 5 10 15 20 
Age 
i .$ 3.36 $ 5.87 $ 9.00 $11.84 $14.25 
25. . 4.76 6.46 9.60. 12.45 14.84 
30. 5.70 7.27 10.45 13.26 15.66 
35. 6.07 7.63 10.75 13.44 16.01 
> 6.26 7.70 10.59 13.37 16.16 
45 6.11 7.26 10.24 13.53 16.23 
Ree 5.75 7.01 10.82 14.44 16.70 
55 5.76 7.86 12.50 16.20 17.67 
60 7.01 9.56 15.14 18.93 19.11 


Commonwealth Life Has New 
Annuity and Modified Forms 


The Commonwealth Life of Louis- 
ville is entering the annuity field with 
a full line of immediate and retirement 
annuities. The retirement annuity is on 
the basis of $100 annual premium, the 
income depending upon the amount of 
cash value accumulated and age at 
which annuity begins. Death benefits 
and cash values are identical and exceed 
premiums paid after the sixth year. 

The Commonwealth also announces 
a non-participating modified life insur- 
ance contract with premiums graded 
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a AFE 
during the first five years. The rates 
for the new forms are: 
Life Annuity (Male) 
$100 $10 Inc. per $1,000 
Ann. =e. An- 
Age Inc. In nual. Mo 
me. eekns $1,921.70 $2, 361. "04 $52.04 § 4. 24 
_ ssees 1,856.20 2,282.84 53.87 4.38 
ae ween 1,778.20 2,188.84 56.24 4.57 
a’ ened 1,685.90 2,078.08 69.32 4.81 
ease 1,578.70 1,949.44 63.34 5.13 
ae Grane 1,456.00 1,802.20 68.68 5.55 
Eee 1,318.40 1,637.08 75.85 6.11 
C—O 1,168.10 1, 456. 72 85.61 6.86 
—F- ae 1,008.50 1,265 .20 99.16 7.90 
a Saw ei 845.00 1'069. 00 118.34 9.35 
me saves 718.10 916.72 139.26 10.91 
aes 590.70 763.84 169.29 13.09 
80 503.40 659.08 198.65 15.17 
Be eenus 421.60 560.92 237.19 17.83 
Refund Annuity (Male) 
$100 $10 Inc. per $1,000 
Ann. Mo. An- 
Age Inc. nc. nual Mo. 
- ¢600s $2,063.30 $2 . 8. $ 3.95 
me eaces 1,996.2 50. > 4.08 
ae eveee 1,917 5. 15 4.2 
—Oe 1 q 7 4.45 
ae ess¥e 1, 22.8 0% 4.7 
Ge seews 1,611 $8.2 2.07 5.03 
— ee 1,492 y 98 5.42 
- émees 1,353 79. 3.8 5.96 
a? 22086 1 523. 81.72 6.56 
ee 1,066. “00 1,334.20 93.81 7.50 
as 963.00 1,210.60 103.84 8.26 
7S ossne 849.30 1,074.16 117.74 9.31 
an etes« 768.00 976.60 130.21 10.24 
BS ccccs 690.40 883.48 144.84 11.32 


Retirement Annuity 
Monthly Income Per $100 Annual 





























Premium 
Beginning End 
Age Ag of 
65 Year 
$81.64 1 
65.26 5 
51.46 10 
39.84 15 
30.06 20 
21.83 25 
14.89 30 
9.05 35 
4.14 40 
45 
Modified Life Per $10,000 
lst 2nd 3rd 4th & Sub. 
Age Yr 4 Ze Yr. Yrs. 
$ $ By $ § 
7 85.60 $96.70 107.80 118.90 129.90 
20 87.50 101.70 115.90 130.00 144.10 
7a $0.60 108.50 126.40 144.30 162.20 
Se sccnse 95.20 117.80 140.40 163.00 185.60 
De esecne 103.20 131.50 159.80 188.10 216.30 
GO ccesese 115.50 151.00 186.50 221.90 257.20 
45 139.90 183.20 226.50 269.80 313.10 
a? sstene 185.80 237.00 288.20 339.40 390.50 
55 280.90 335.40 389.90 444.40 498.80 
Ge «cccce 431.20 486.50 541.80 597.10 652.40 
Marshalltown, Ia.—The Marshalltown 
association has been revived with H. M. 
Ellis, Metropolitan Life, as president, 
succeeding W. T. Scott. H. M. Van 
Hemert was chosen vice-president; C. L. 


Brooks, secretary; and C. M. Crawford, 
treasurer. 
x * * 

Milwaukee—Warning that inflation of 
the dollar will penalize the thrift of the 
life insurance policyholders, bond and 
mortgage holders and cautioning that 
life insurance must not be drawn upon 
to do the functions of lending like a 
bank, Dr. S. S. Huebner, dean American 
College of Underwriters, talked at the 
July meeting. “It is said that between 
every major depression and the next the 
wealth of the nation doubles, and history 
shows the assertion is true,” Dr. Huebner 
said. “We have turned the corner, and 
Wwe can expect to see business forging 
ahead for the next seven or eight years 
that make up the business cycle. I have 
a strong belief we have turned the cor- 
ner. I don’t care what political policies 
may be exercised, the depression has 
burned itself out. The depression was 
caused by unwise debts which had to be 
liquidated, and have been.” 


x * * 
St. Louis—J. G. Callahan, St. Louis 
manager Metropolitan Life and past 


president, has been named national com- 
mitteeman. FE. A. Pickel, Phoenix Mu- 
tual Life, continues as secretary-treas- 
urer. 

* * * 

Columbus, 0.—President C. C. Doyle 
this week announced the selection of 
committees and other appointments. S. 
R. Fraher is national committeeman. 
G. A. Patton, R. W. Hoyer and F. A. 
Lichtenberg are Ohio association dele- 
gates. The executive committee includes 
the officers and E. M. Eberle, J. H. Wood, 
J. W. Ray, E. D. Smith, P. M. Smith, Her- 
man Tice and E. C. Deckard. 
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The attitude of the insuring public toward the life 
insurance business and life insurance companies de- 
pends almost wholly upon the character and the be- 





































havior of those whose privilege it is to represent the 
companies before the public. 


No agent should attempt to induce an individual who 
is already whether with his own company, 
or some other company, or the Government—to give 
up any policy he may have, in favor of another with 
his company. No verbal or written statements at- 
tacking other companies, their policies, or their agents, 


insured 


should be made. Selection of coverage to be pre- 
sented should rest solely upon supreme need—not 
upon commission to be earned. i 
Honesty, straightforward sales methods, strict ad- 
herence to promises, conscientious and _ intelligent 
service, good character, industry, loyalty to self, 


client, and company—all these are the requisites that 
go to make up the desirable agent and that are essen- 
tial to the preservation 
institution of life 


of the good name of the 


insurance, 


== AMERICAN CENTRAL Lire 


INSURANCE COMPANY 
INDIANAPOLIS, IND. 














Annuities at Work 


We wish every field man could read and 
handle the letters we have been receiving from 
our annuitants. 

With no earning power left and other 
sources of income in many cases largely cut off, 
these people, many of them in their seventies 
and eighties, seem to be devoid of panic and to 
take great pleasure in expressing enthusiasm 
and even gratitude for their annuities. 






Our booklet containing these letters will 
encourage and help you sell annuities. 









Connecticut General 


Life Insurance Company 
Hartford, Conn. 
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p rom pt 
Settlements 


Security Mutual Life prides itself 
on issuing checks for policy settle- 
ments always on the same day that 
completed claim papers are received 
and approved. For many years we 
have adhered strictly to this rule. 
Friends gained thru this prompt 


service are legion. 


Sccurity Mutual Life 
Insurance Company 


BINGHAMTON, N.Y. 











WORLDWIDE 


HE agencies of the SUN LIFE ASSURANCE 

COMPANY OF CANADA encircle the globe. 
Active branch organizations are maintained on five 
continents, in 40 countries and in 40 states of the 
United States of America. 


Policies in force number more than a million. In- 
surances in force approximate Three Billions of 
Dollars. 


The international character of the — provides 
unique facilities for the service of its clients, in what- 
ever part of the world they may reside. 





SUN LIFE ASSURANCE 
COMPANY OF CANADA 











Brighter Day at 
Hand in Business 





(CONTINUED FROM PAGE 1) 


foresight and courage in those trouble- 
some days, they might have permitted 
selfishness and possibly fear to continue 
the unrestricted payment of cash to those 
who were raiding our reserves. But for- 
tunately they were big enough for the 
emergency and instead of following the 
easy course that would have certainly 
brought disaster, they placed the wel- 
fare of the country above all else and 
the resultant restrictions proved the most 
effective step that had been taken to 
end the panic. 

“If anyone is inclined to question the 
wisdom of the restriction, they have but 
to thoroughly and conscientiously review 
what has happened since the general re- 
strictions were made effective in life 
insurance and it will be revealed that 
almost immediately there was an im- 
provement manifest everywhere. The 
markets of the country stiffened, com- 
modity prices picked up, men and women 
became more hopeful and the spirit of 
panic and destruction began to fail. Had 
there been no restrictions and the life 
companies had endeavored to continue 
paying out every cent demanded of 
them, regardless of the uses for which 
the money was intended, it would have 
become necessary for the companies to 
dump upon the market billions of dol- 
lars worth of securities. Such action 
would have resulted in ruining millions 
of people and forced all values to lower 
price levels than had ever prevailed be- 
fore. It would also have been necessary 
to foreclose upon millions of farms and 
city homes. Utter ruin would have be- 
set the land. Life insurance may well 
be proud that it met this great crisis 
courageously.” 


Agent Has Responsibility in 
Selection, Dr. Dingman Says 





(CONTINUED FROM PAGE 1) 


tel for visiting ladies, a beach party for 
children, and the afternoon was devoted 
by most agents to seeing the world fair. 
A banquet was held at night, Dr. Mor- 
ris Fishbein, editor “American Medical 
Journal,” being guest speaker. 

Following Dr. Dingman’s talk Tues- 
day morning, J. L. Lawrence, assistant 
state general agent in Texas, spoke on 
“The Life Insurance Man and His 
Work,” and J. S. Braunig, general agent 
St. Louis, and H. C. Lawrence, general 
agent Newark, on “Selling Life Insur- 
ance in 1933.” 

Wednesday morning A. E. Patterson, 
general agent Penn Mutual, Chicago, 
spoke on “Selling Life Insurance”; Vice- 
president Mead on “The Present Status 
of Life Insurance,” President Hall on 
the Lincoln National and Vice-president 
Dern closed the convention. 


Many Visit Home Office 


Following the meeting a large number 
of agents took the opportunity to visit 
the home office by special train. A group 
breakfast, tour of home office and Lin- 
coln National Life Foundation, a tour 
of points of interest in Fort Wayne, 
bridge luncheon at a country club and 
conference with home office officials 
were held. 

It was reported at the convention that 
new ordinary premium income had a 
marked gain this year over last and 
new annuity premiums are ahead 40 per- 
cent for the half-year over the same 
period last year. 

Clyde Chaddick, agent San Antonio, 
was honored as the most valuable agent 
of 1932, based on average of ony. 
persistency and paid volume. 
president this year of the emestonter 
club. The vice-president is L. C. Mas- 
cotte, home office agency. 

J. W. Bailey, home office agency, is 
president of the Circuit Rider Club and 
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president. G. W. Gorowitz, Detroit, j 
president of the Minute Men’s club and 
Mrs. Rose Krohngold, Cleveland, hea 
of the Spotlight club, for number of new G 
agents secured. In the consecutiy 
weekly production club the leaders jy 
order are: O. F. Gilliom, Berne, Ind. 
972 weeks; D. E. Peavy, Beaumon; 
Tex., 632 weeks; H. G. Swift, Bryan, 0. 
568 weeks. 
Patterson’s Advice to Agents 


A. E. Patterson, Chicago general 
agent for the Penn Mutual, in addressing 
the Lincoln National agents, gave som 
specific advice to producers who are ip 
a slump on reorganizing themselves. His 
advice was to keep physically fit, to se 
an objective, 


what place, to have a definite method oj! 
securing leads. In this connection, he 
told of one agent who calls on men whe 
are known to be broke and gets from! 
them the names of their relatives. 
agent then suggests to the relatives tha 
they pay the premium on insurance on | 
the life of their impoverished kin, so that | 
if he should die his immediate family | 
would not be on their hands. 

Mr. Patterson further advised that if 
service calls are made, they be made | 
after 4 p. m. The habit should be de. | 
veloped of having lunch three or fou 
times a week with potential buyers. The 
agent should develop a definite organ- 
ized sales talk that gives him definite 
terminal facilities. He should keep a 
record of his work and should not get 
sidetracked. He should accomplish regu. 
larity of action in spite of everything. 
As a final piece of advice, Mr. Patterson 
suggests that a sense of humor be not 
overlooked. 


Vice-President Mead Talks 


Diversification of interests has made 
life insurance survive the depression 
more successfully than any other single 
industry, Executive Vice-president F. B 
Mead said. This was due to diversified 
interests. Life companies were the last 
to be effected, and then only after banks 
ceased to function. The number of fail- 
ures, and especially the amount of 
money involved, was almost infinitesimal, 
he said. 

For these reasons he finds life com- 
panies in exceptionally favorable condi- 
tion, with assets and business in force 
only slightly off from the 1929 peak and 
therefore prepared to start the new 
period of business ascendency without 


to know where you ar 
going each day and at what time and ip 





difficulty. 

“Other types of business were either 
destroyed, or forced to liquidate down 
to sharply lower bases,’ he added, “but 
life insurance companies have had an 
enviable record of dependable solvency 
that has succeeded in holding the con- 
fidence of the investing public.” 


New Reference Book Issued 


THE NATIONAL UNDERWRITER has just 
issued the 1933-1934 volume of the 
Underwriters Hand-Book of Maryland, 
Delaware and District of Columbia. This 
is a complete compendium of insurance 
information for this important section. 
It gives information as to agencies, com- 
panies, field men, general agents, at- 
torneys, organizations, etc. It is a handy 
reference guide for any insurance men 
interested in this particular territory. 
This is the tenth biennial edition. 


Insurance Securities Report 


NEW ORLEANS, July 13.—Receiv- 
ers for the Insurance Securities Com- 
pany, holding company of the Union In- 
demnity group, have filed a statement 
for the period from April 1 through 
June 30, showing receipts of $101,187 
and disbursements of $101,212. The 
largest item in the receipts was $100,000 
from the Reconstruction Finance Cor- 
poration realized from the sale of stock 
of the Detroit Life which was taken 
over by the R. F. C. A similar amount 
was paid to the R. F. C. on a loan of the 
Union Title Guarantee Company, 4 





Mrs. B. Ruth Loehr, Cleveland, vice- 


Union Indemnity subsidiary. 
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More C. L. U. Quiz Questions 





This installment concludes Part IV of 
the June C. L. U. examination. 

§. During the insured’s lifetime, in- 
surers issued policies on his life for a 
total amount of more than $1,000,000, 
many of which policies were at first 
payable to his estate. On Dec. 2, 1930, 
without any fraud being contemplated, 
the insured executed a life insurance 
trust agreement in which a bank was 
named as trustee. The policies were de- 
posited with the trustee, and benefi- 
ciaries were changed so as to be pay- 
able to said trustee. The insured con- 
tinued to pay premiums and reserved to 
himself the right to revoke the trust, 
change the beneficiaries, receive the divi- 
dends, borrow on the policies, and re- 
ceive the cash surrender values thereof. 
The trustee agreed to keep the policies 
until requested by the insured to de- 
liver them up, at which time it would 
surrender the same upon payment of 
reasonable compensation for services. 
Upon the insured’s death, the trustee 
was to assume active duties described 
in the agreement. The insured died in 
December, 1931, leaving an estate of ap- 
proximately $50,000, and liabilities 
amounting to more than $800,000. This 
bill was brought by certain creditors 


with claims amounting to more than 
$300,000. The bill requested that the 
trust agreement be decreed void, and 





that the trustee be declared to hold the 
proceeds as a resulting trust in favor of 
the insured’s estate. The creditors con- 
tended that since the insured reserved 
to himself the right to borrow on and 
to receive cash surrender values on the 
policies and to receive dividends de- 
clared on the same, had the right to 
change the beneficiaries and to termi- 
nate the trust, there was no transfer by 
the insured as trustor to the trustee of 
any interest in the policies during his 
lifetime. They contended that the in- 
terest of the trustee was a mere expect- 
ancy and in no sense property. The trial 
court found that a valid legal trust had 


been created and dismissed the bill 
brought by creditors, whereupon they 
appealed. Decide and discuss. 
$s @ 
9. The life policy in this case pro- 
vided for paymentof $2,000 if the in- 


sured’s death should be the result of an 
accident. Attached to the policy, as a 
part thereof, was an agreement called 
“Educational Fund Agreement” for the 
benefit of the insured’s minor son, if liv- 
ing at the time the policy became a 
claim. This agreement provided that, in 
event of the insured’s death prior to the 
beneficiary attaining the age of 18 years, 
the policy proceeds should be held by 
the insurer until the beneficiary reached 
that age, and then should be payable in 


equal annual installments over a period 
of 4 years. It was also provided that 
the insurer should pay interest on the 
amount so held; that any payments due 
under the contract after the death of 
the insured, during the beneficiary's 
minority were to be payable to the in- 
sured’s wife as trustee in trust for the 
beneficiary. The insured died, leaving 
his wife, a minor son and a daughter. 
This complaint was filed seeking per- 
mission to use so much of the proceeds 
of the policy as the court might deter- 
mine necessary for the support, mainte- 
nance and education of the infant bene- 
ficiary who was 10 years of age. The 
trial court directed the insurer to pay 
to the guardian the sum of $25 per week 
until further order of the court. The 
insurer appealed, contending that the 
claim, which resulted by reason of the 
insured’s death, did not create a trust 
making the relation of the parties that 
of trustee and cestui que trust and that 
the fund did not become a trust fund 
until it should be paid over by the in- 
surer under the terms of the contract, 
which event was not to take place until 
the beneficiary arrived at the age of 18 
years, when the fund was to be paid in 
installments covering a period of 4 
years. Decide and discuss. 

10. (a) Distinguish between contracts 
of suretyship and guaranty, and con- 
tracts of insurance. Illustrate. 

(b) What is the effect of the death of 
the surety upon his surety contract? 

11. A corporation in 1916 and 1921 took 
out policies of insurance on the lives of 





three of its officers, making itself bene- 
ficiary, and paid the premiums thereon 
until June 30, 1926, at which time the 
policies had an aggregate cash surrender 
value of $3,825, for which sum the cor- 
poration sold the policies to the respec- 
tice insured officers. The corporation 
had paid premiums amounting to $10,948 
on the policies, and claimed the excess 
of premiums paid over the amount re- 
ceived at the sale, or $7,124, as a de- 
duction from income for 1926 on the 
theory that it was a loss sustained under 
the sale of property. The claim was re- 
fused and this action was brought. De- 
cide and discuss. 

12. Discuss fully the status of the 
following under the federal income tax 
law: Premiums. Dividends. Loan in- 
terest. Death loss proceeds. Maturity 
proceeds. Disability benefits. 


(To be concluded next week) 


O’Malley Makes Appointments 


P. B. McHaney of St. Louis, who 
has been an assistant attorney general, 
has been. appointed by Superintendent 
O’Malley as counsel for the Missouri 
department. 

J. P. Gordon of Kansas City, a for- 
mer state auditor, has been appointed 
an examiner for the insurance depart- 
ment. 

John M. Read of St. Joseph has been 
appointed assistant actuary of the de- 
partment. 
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OKLAHOMA 


Some other territory available. 
An Unusual Contract for an Unusual Organizer. 


REDUCED PREMIUM RATES 

NEW POLICY EQUIPMENT 

DISABILITY BENEFITS (Two Forms) 

ACCIDENT and HEALTH EQUIPMENT 
All a Part of a New Aggressive Development Program 


If Interested and Qualified for a Real 
Manager’s Contract with Real Opportunity 
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OHIO STATE LIFE INSURANCE CO. 
COLUMBUS, OHIO 
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Agency Vice-President 
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Estimated Average Annual Cost for Whole Life Policy over Period of 
Twenty Years based on Actual Experience Past Ten 


Age 35—$15.38 


Per $1,000 of insurance 
Reduced to this figure by an earned dividend. 


No Cash Demand Liabilities 


except advance premium payments 
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Excellent Opportunity for Salesmen 
Operating in Illinois, Michigan, Indiana and Missouri. 


NTERSTATE RESERVE 


LIFE INSURANCE 
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Mutual Legal Reserve Life Insurance 
Ten East Pearson Street CHICAGO Phone Superior 1714 
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Barrett N. Coates Carl E. Herfurth 


COATES & HERFURTH 


CONSULTING ACTUARIES 


114 Sansome Street 437 So. Hill Street 


SAN FRANCISCO LOS ANGELES 











A. WESLEY JONES 
Consulting Actuary 
Annuity Specialist 
300 S. Brand Blvd. 
Glendale, California 

Phone: Douglas 3118 

















ILLINOIS 


DONALD F. CAMPBELL 
CONSULTING ACTUARY 
160 N. La Salle St. 
Telephone State 7298 
CHICAGO, ILLINOIS 














L. A. GLOVER & CO. 
Consulting Actuaries 
128 North Wells Street, Chicago 


Life Insurance Accountants 
Statisticians 











AS SEEN FROM NEW YORK 





FELIX LEVY’S RECORD 


As his part in an agency drive in June, 
F. U. Levy of the Penn Mutual Life 
in New York City paid for more than 
$717,000 on 11 lives, the cases ranging 
from $1,000 to $333,000. In addition Mr. 
Levy paid for $119,000 outside the Penn 
Mutual, and has additional insurance on 
binders totaling $180,000, making a total 
of 12 lives for more than $1,117,000. Mr. 
Levy set a goal for himself of $500,000 


on at least 10 lives. 
“se & . 
NEWARK AGENTS SCORED HIGH 


J. W. Thompson, Jr., C. A. Mead and 
B. M. Quillin were the high scorers in 
a recent five-week contest for new busi- 
ness in the Searles (Newark) agency 
of the State Mutual Life. They were 
designated as special guests among those 
who later visited the home office at 
Worcester, Mass. 

“ .. 

CERTIFIED INTERVIEW 


By running a five-week contest based 
on number of certified interviews, F. W. 
Pennell, general agent in New York City 
for the State Mutual Life, is successfully 
offsetting the usual summer slump. The 
quota set means about two interviews 
per day per man, and it takes an aver- 


CONTEST 





age of eight to nine calls to get them. 
While the campaign has only just begun 
a flood of applications has already re- | 


By R. B. MITCHELIL— 





sulted, indicating that business auto- 
matically increases as interviews are 
stepped up, even the first prize will go 
to the man making the most interviews, 
no matter how much or how little in- 
surance he sells. 
= 
EXPANDS NEW YORK OFFICE 


The Buffalo Mutual Life announces 
an expansion of its Greater New York 
office which is now located in the 
Chrysler building, New York City. This 
company has been writing nearly three 
times as much new business during the 
first six months of 1933 as compared 
with a like period for 1932 and this 
fact together with the large number of 
new agents which have been placed in 
this office necessitated the larger quar- 
ters. John McKay continues in charge 
as district manager. 

An expansion of the agency office at 
New Rochelle has also taken place 
which enlarges the old quarters at least 
three times. This office is also under 
the direct charge of Mr. McKay. 


*x* * * 
FRASER ELECTED CHAIRMAN 


John M. Fraser, general agent of the 
Connecticut Mutual Life in New York 
City, has been elected chairman of the 
executive committee of the New York 
City Life Underwriters Association. 
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FRANK J. HAIGHT, President 
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HARRY C. MARVIN 
Consulting Actuary 
307 Peoples Bank Building 
INDIANAPOLIS, INDIANA 











ALEXANDER C. GOOD 
Consulting Actuary 
615 Trust Co. re Jefferson City, 


800 Security Building, Kansas City 


NEW YORK 











Fidelity Mutual Issues 
New Low Premium Policy 





The “Fidelity Fortifier” a new, low 
premium policy, has ben announced by 
the Fidelity Mutual Life. It is de- 
scribed as term to age 65, at which it 
becomes an endowment for 10 percent 
of the face, with intermediate cash and 
loan values beginning the third year. 
The minimum amount issued will be 
$5,000. It may be converted prior to 
age 60 on the basis of attained age 
without medical examination to a per- 
manent form but without disability 
benefits, as the new contract is not is- 
sued with the latter coverage. The 
“Fortifier” will be issued at ages 20 
to 55 inclusive, the rate for $10 at age 
35 is $177.90 and the twentieth year 
cash value on such a policy is $1,320. 
Dividend scales have not yet been an- 
nounced. The Fidelity Mutual is now 
issuing its endowment at 85 and its in- 
come for life at age 65 with the family 
income rider. 


A. W. Hogue, Dallas, state manager 
Business Men’s Assurance, Mrs. Hogue 
and their three daughters were visitors 
in Chicago this week at the Century of 
Progress. They made the trip by auto- 





mobile. 


Equitable of lowa Agents 
Optimistic in Convention 





(CONTINUED FROM PAGE 4) 


acres of a 400 acre farm netted $8.50 to 
the company per acre. The company 
held much grain over last year, due to 
low prices. 

Since Jan. 1, 21 farms have been sold. 
There is a market for farms and profits 
are made on the deals. Farmers are 
getting the cash to make down pay- 
ments and new courage has come back. 

The question of values has been most 
disturbing, he said. The public de- 
manded liquidity, not realizing that the 
ultimate in liquidity, all assets in the 
form of cash in bank, would mean no 
income to the life companies. The only 
criterion, he held, is a company’s abil- 
ity to meet its obligations when due. 
The Equitable has borrowed no money, 
sacrificed no securities or other holdings 
for cash; has met all obligations 
promptly, and in fact, had money to in- 
vest in government securities. 

President Nollen said it is a time 
when agents must fight for their com- 
panies. Some agents have been guilty 
of vicious practices such as unethical 
and unfair comparisons. He said life 
company failures have been due to mis- 
management. He feels it is a time for 





MILES M. DAWSON & SON 
CONSULTING ACTUARIES 
500 Fifth Avenue New York City 
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FRANK M. SPEAKMAN 
Consulting Actuary 
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ene E. Swarts, C. P. A. 
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Send § cents in stamps for sample copy of 
THE ACCIDENT & HEALTH REVIEW 
The only exclusive accident end health paper. 


It gives ideas and suggestions that help you 
sell income protection insurance. 


Address A-1946, Insurance Exchange, Chicago. 


‘lished agency organization, 
force in the state. 














AN OPPORTUNITY IN IOWA 


A good, substantial midwestern company has an 
opening for state manager for Iowa. The company has 
operated in lowa for twenty years, has a well-estab- 


Salary and commissions—close Home Office co-oper- 
ation—an unusual opportunity for a man who can dem- 
onstrate real managerial ability. 


Address X53, The National Underwriter, Chicago. 


and nearly 15 millions in 

















companies to stand by their guns 
continue old policies which have proved 
sound in years of practice; that the cop 
panies which have faith in the inher 
ently sound value of fertile land wi 
come out victorious. 

R. E. Fuller, assistant superintend 
of agencies, announced issuance of , 
new visual sales manual, containing 
specially posed illustrations and pre 
pared talks. 

Agency Secretary E. E. Smith gayg 
an inspirational talk on building the 
buyer’s morale. He said the time of 
small thrift has returned. People 
beginning to realize a dime is import 
ant; that a dime a day will buy $1,0% 
to $2,000 life insurance. Fear of the fy. 
ture is being dispelled, and life agent; 
greatly can aid in recovery by carrying 
the message that through this protec. 
tion one’s plans will be fulfilled. 























Insurance Research System 


Is Established at Dalla; 


The Insurance Research Association 
has been organized with head office a 
401 South Poydras street, Dallas, Tex. 
to give statistical information to insur- 
ance companies. R. J. McGehean, the 
president, was formerly connected with 
the “Insurance Field” and later Ta 
NATIONAL UNDERWRITER. Lawrence Dee- 
ter has been associated with the A. M 
Best Company for the past seven years, 
he being the vice-president and general 
manager of the new enterprise. P. W 
Rusch is statistician. 

The first publication will be the “In- 
surance Medical Directors Guide 
“which will contain a compilation oj 
insurance medical counsel in the coun- 
try. This will give a list of physicians 
by states and cities with a brief sketch 
of their career and list of companies 
represented. The publication is being 
gotten up with the cooperation of com- 
panies so that the list is carefully se- 





lected. It will be ready for distribu- 
tion about Oct. 1 and will be revised 
annually. Mr. Deeter is now in New 


York City making contacts with east- 
ern companies. 





June Production Increase 


New highs for 1933 in number of ap- 
plications and total paid-for volume ob- 
tained in any month were registered by 
Union Central Life, June records dis- 
close. Of special interest is the fact that 
emphasis was placed on consistent pro- 
duction rather than settled business 
The company’s belief that a high degree 
of consistency in obtaining applications 
would boost the settled business volume 
was borne out by June results. 

Among all agencies, honors for the 
June regular production campaign went 
to the Kansas-Missouri agency of Man- 
ager J. C. Benson of Kansas City. With 
a total sales personnel of 24 full time 
agents, the Benson organization pro- 
duced more than 100 applications during 
May, and an increased number in June. 


Monarch Quits Two States 


The Monarch Life will discontinue 
writing business in Oregon and Wash- 
ington after July 15. Premium collec- 
tions will be handled by the Pacific 
Coast head office at Oakland. The com- 
pany has but a small volume of life in 
the two states, but was quite active in 
the accident and health field. George A. 
Matlack represented the company in 
Seattle. H. R. Holman was general 
agent in Portland. 


Louisiana Tax Decision 

Anticipated renewal premiums on life 
policies do not constitute property or 
credits under the Louisiana law and are 
not taxable the Louisiana supreme 
court has ruled reversng the lower 
court’s decision and cancelling assess- 
ments levied by the Louisiana tax com- 


mission. The cases were instituted by 
the Kansas City Life, Guardian Life 














and the Great Southern Life. 





